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... they could hecome the hottest thing 
in your air-conditioning sales kit / see page 28 
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AN INDUSTRIAL PUBLISHING CORPORATION MAGAZINE 


DESIGNED TO HELP YOU SELL 








The proper kind of temper is vital in tube 
used for refrigeration and air conditioning 
purposes. VIKING Copper Tube has been 
produced with the best available annealing 
and tempering equipment, thus assuring 
perfect fabricating. 


A battery of straightening machines keeps 
VIKING Copper Tube absolutely, unvary- 
ingly straight. In addition, these machines 
precisely temper the tube, imparting to it 
the correct surface hardness .. . assuring 
ease in fabrication resuiting in substantial 
savings in time and labor. 


An electronic “Brain” detects the minutest 
flaw or imperfection in the walls of VIKING 
tubes... automatically discarding defective 
tubes. Trouble-free fabrication is virtually 
guaranteed — operational failures almost 
completely eliminated. 


IS A PRECIOUS COMMODITY 


At VIKING, precision is a companion to production. 
The drawing tools used in the manufacture of 
VIKING Copper Tube are of scientific design based on 
the results of years of research and experience. 
They are made from the finest materials available 

to modern technology for the express purpose 

of drawing thin wall copper tube to fine tolerances. 


These tools are made by experts to the most 

rigid specifications and with the same care and 
craftsmanship given to fine jewelry. They 

are then used in a carefully calculated series of 
operations designed to give the highest quality 

and degree of uniformity. 

The techniques employed have made VIKING Copper 
Tube consistently superior in quality, fine tolerance 
and uniformity. As a result, more and more 
manufacturers of air conditioning and refrigeration 
units and coils are turning to VIKING as their 
principal source of supply for thin wall copper tube. 


COPPER TUBE CO. 


CLEVELAND io, outro 
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SPECIFY * /NSTALL 


ALCO 


T-SERIES 


®THERMO EXPANSION VALVES 





to change 
Capacity... 
or to clean 


e 
FREON-12 * 
FROM 1; TON TO 50 TONS ' 
REFRIGERANT , e 
FREON-22 


FROM 1 TON TO 80 TONS 


CARRENE-7 
FROM 3% TON TO 60 TONS 


PROPANE 
FROM 1 TON TO 88 TONS 
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- » « loosen screws 
lift out cage... 
you never break connections 


yi body designs meet every requirement... 
STRAIGHT- THROUGH CONNECTIONS or RIGHT ANGLE CONNECTIONS 









Call your Alco wholesaler. 
Write for Specifications Bulletin No. 171-56. 


e BUY SECURITY 
e BUY QUALITY 


7802 e BUY ALCO 


The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors 
Solenoid Valves * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 
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Airtemp announces a 


NEW 
PRICE POLICY 


Airtemp’s double pay-off plan 
means profitable dealer markup 
plus lower consumer prices 


Now, Airtemp dealers will The value of your Pay-Off Certificates 
increase their profits with will depend on the value of the equipment 
$ y Airtemp’s new Double sold, but here’s the important thing—use 
Pay-Off Plan. your Pay-Off Certificates just like cash 


When you sell Airtemp air conditioning when you order new Airtemp equipment. 


or heating, you get paid twice — once at Airtemp’s Double Pay-Off Plan will help 
the time of sale and once by Airtemp with you meet price competition and still keep 
Airtemp’s new Pay-Off Certificate. a profitable markup. 


i 
_> DO MORE BUSINESS WITH AIRTEMP 


CcCHRY Ss LER 


. 
DAYTON 1, OHIO Levens 
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, . effigeration & Air-conditioning 
reader’s guide to USUESS 4A August 1958 


COVER: Just what do you know about 
ions? If you sell air-conditioning you'd bet- 
ter learn more about them than simply 
memorizing the dictionary definition. The 
time may come when you'll find that ions 
they contd become the bets? tag are the hottest thing in your sales kit! Turn 
(0 your sivconditioning sales tit / mime m 
. to page 28 to see what we mean. 


FEATURES 


THE “BIG E“ CAN HELP YOU SELL! 


Enthusiasm is highly contagious. You can stimulate sales by spreading it 


WHAT YOU SHOULD KNOW ABOUT IONS 


They may become one of your most helpful air-conditioning sales tools 


LET'S ALL GROW UP 


An outspoken distributor cites “instability” as primary industry woe 


CONTROL OF SALES IS KEY TO VOLUME 


Part 8 of “You're the Boss”, a series of articles on business management 


AIR-CONDITIONING IN A GOLDFISH BOWL 


Glass wall permits guests to view hotel’s indoor climate control center 


HOW TO SELL TO THE DEPARTMENT OF THE ARMY 


The last in a series of articles on doing business with Uncle Sam 


UNCLE SAM UPS YOUR DIRECT MAIL COSTS 


. . . but careful pruning of promotion efforts may keep your budget in line 


HEAT WITHOUT HEATERS 


. was provided for this market by locating air-cooled condensers inside 


NOISY AIR-CONDITIONERS DON'T MAKE FRIENDS 


Here’s how to lick a few of the more common noise problems 


PACKAGES PAVE THE WAY FOR PROFITS 


Attention refrigeration contractors! Use this idea as a sales builder 


12 ABOUT PEOPLE 44 NEW PRODUCTS 


22 AS WE SEE IT 


e Copyright 1958 by The Industria] Pub- 


lishing Corporation, Cleveland, Ohio 27 LET'S TALK BUSINESS 72 CONTRACTORS 


Volume 15, Number 8 


58 USEFUL LITERATURE 


e@ Accepted as Controlled Circulation Pub- 41 HERE'S HOW 77 CALENDAR OF EVENTS 
lication at St. Joseph, Michigan. Please 


return 3579 forms to 800 Caxton Bidg.. 


$12 Huron Road, Cleveland 15, Ohio 43 APPLICATIONS MANUAL 80 INDEX OF ADVERTISERS 
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Stock Wagner Standard 
Rotors to make more money 
..- give faster service! 


When repairing a small Wagner motor, you'll save time and money by replac- 
ing the worn-out rotor with a Wagner Standard Rotor. This way, you keep 
those winders free for bigger, more profitable jobs. And your customers are 
pleased with faster service. Cash in on this short cut to profit by stocking 
Wagner Standard Rotors. 


NO PROBLEMS WITH SPECIAL SHAFTS: Just remove the shaft from the Wagner 
Standard Rotor and replace it with the special shaft. 


NO GUESSWORK IN FINDING THE RIGHT ROTOR: Wagner K and M “spec” 
lists, when used with the “tell-all’ label on the rotor package, assure the right 


choice every time. The “spec’’ lists are in Catalog MU-40. Write for your 
personal copy today. 


Bulld New Motor ——— 
Sales with the 


o Wagner Motor 
Or Merchandiser! 


This 4-tier display stand puts an assortment of motors 
in full view of your customers... builds profits by 
helping your customers sell themselves. Sturdy, com- 
pact, chrome-plated. Just $9.95 with your order for any 
10 Wagner Motors in one lot. Contact your Wagner 
branch about this sales-builder today. 


WAGNER ELECTRIC CORPORATION 
6442 Plymouth Ave., St. Lovis 14, Mo., U.S. A. 


MOTORS+ BEARINGS+ STANDARD ROTORS 


BRUSHES + CAPACITORS +» COMMUTATORS 


OVER 850 AUTHORIZED SERVICE STATIONS OR PARTS DISTRIBUTORS 


For more information circle No. 5 on the Reader Service Card 
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Break the ! R RIER and close the sale 


Most of your prospects need their cash reserves and usual 

lines of credit for current operations. Break through this 

a0 WH Ta HE a financial barrier. Make it easier for the prospect to sign 

iy P< s on the dotted line by including financing arrangements. 

05970) COMMERCIAL CREDIT’s Refrigeration Plan is backed by 

3 ial many years’ experience in your industry—experience in 

handling financing for thousands of commercial refrigera- 
tion and air conditioning installations. 


Let us show you how COMMERCIAL CREDIT experience 
A service offered through subsidiaries of and know-how saves you time and money .. . and 
Commercial Credit Compony, Baltimore . . . helps you close sales with less delay. Call the nearest 
Capital and Surplus over $200,000,000... C aie ai “ae . . ae CRE 
offices in principal cities of the United States /OMMERCIAL CREDIT office or write COMMERCIAL JREDIT 
and Canada CORPORATION, 300 St. Paul Place, Baltimore 2, Md. 


Make your proposals complete ...include 
financing with COMMERCIAL CREDIT PLAN 


me 


Circle No. 6 on Reader Service Card 


BUSINESS ® AUGUST 1958 





Mr. Smith is 600 duct feet farther from 


LE 


eo --—---- 


Mee eee ae ©] 
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the fan room than Mr. Jones, yet... 


both men work comfortably 
at the same temperature! 


when ducts are fitted square and tight with 
Johns-Manville semi-rigid Spintex Insulation 


Saus-atom SPINTEX® works two ways to lessen heat 
loss, stop condensation: first, with low conductivity 
... then, with its square, tight fit. The structural 
strength of this material, which is fastened snugly 
to duct surfaces with pins and clips, prevents ‘“‘bal- 
looning”’ due to duct leakage. And butted or mitred 
joints eliminate stretching and thinning of the in- 
sulation at corners. Instead, there’s a full thickness 
of Spintex—with full protection against heat loss 
and condensation—over the entire duct area. 


This two-way “edge”’ in insulating effectiveness is 
the big reason why leading engineers everywhere 
specify semi-rigid Spintex . . . for factories, institu- 
tions and office buildings of every description. 


LESS HEAT LOSS...NO CONDENSATION AT CORNERS! 
Semi-rigid (not flexible) Spintex fits squarely and 
tightly all duct surfaces. Stretching and thinning at 
corners, unavoidable with wrap-around insulations, 
are eliminated completely. Instead, Spintex retains 
full thickness everywhere to stop heat loss and conden- 
sation. Its structural strength prevents ‘‘ballooning.”’ 


FACED FOR ANY SPECIALIZED NEED! 

J-M offers you a facing to meet any vapor condition, 
incombustibility requirement or decorative need. 
Provides good base for plaster finish . . . or where no 
facing is indicated, Spintex presents an attractive 
appearance with trim, tidy joints. 


INSTALLS QUICKLY... ECONOMICALLY. 

Spintex is clean, sanitary and ‘‘friendly’’ to handle. 
It cuts readily with an ordinary knife. Installs 
quickly, easily, even when ducts are curved or in 
difficult-to-reach areas. 


Jouns-MANVILLE 


Produced by a new Johns-Manville spinning proc- 
ess, today’s Spintex offers more insulating value than 
ever. Its mineral fibers are smaller in diameter, and 
substantially more uniform. This improved fibrous 
structure adds countless heat-blocking dead-air 
spaces per cubic inch to help keep working tempera- 
tures precisely the same throughout the structure 
... With minimum operating costs! 


Your Johns-Manville sales representative will be 
pleased to send you information, along with samples 
of Spintex and J-M facing materials. Why not call 
him today. Or write Johns-Manville, Box 14, New 
York 16, N. Y. In Canada, 565 Lakeshore Road 
East, Port Credit, Ontario. 


-L-G-ZE "ON Sid VIV 
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in 
flow through the 
condensers contain the pressure drop for @ given G. P.M 
equipment, but the G. P. M. required may be « little less or more than shown in 
the date sheets. Calculation of the pressure drop according to the G. > 
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LEAKS IN REFRIGERANT LINES 


Ed said to Cy, “I understand you seldom experience leaks in systems you 
mestall, how come?” “That's right” said Cy, “but | hed to learn how to install 
and test refrigerant lines properly.” Continuing, Cy said “A few years ago! sew 
i @ survey that leaks in systems cause the greatest number of service calls so | 
decided to be more careful in making @ joint and testing for leaks. | add sufficient 
Genetron 12 to the system to raise the pressure to about 20 5.1 g, then add 
sufficient dry nitrogen to bring the pressure to 230 p.s.i.g. For Genetron 22 
test pressures for lines should be 300# psig. These pressures plus a 
leak detector, heip me find leaks. Then | make repairs and ret 


or starting & new system. That way I'm sure of « oe @) 
the reputation you heard of. You Mm 


hal 


“Service Tips” are written by one of the country’s foremost authorities 

on refrigeration and air conditioning service and service problems. You 

get the benefit of his knowledge and experience free with each “Tip.” 
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DOES EACH MONTH 


BRING YOU THESE 


VALUABLE “SERVICE TIPS"? 


The “Service Tip of the Month” is free . .. and each “Tip” brings 
you the kind of practical information that’s really hard to come 
by. This isn’t textbook information. It comes straight from 
experience. Just one “Tip” you didn’t know about can save you 


time and trouble . . . and they’1l all help you do a better job. 


How do you get your free “Service Tip of the Month’’? 
Just ask your wholesaler! 


These Service Tips are offered by the producer of Genetron® 
Super-Dry Refrigerants as an industry-wide educational 
service. Your wholesaler will be glad to see that you get your 


copy each month. 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N.Y. 


hemical 
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HANDLES 
HOT WATER 
PERFECTLY 


Will not vapor bind...or lock! 


AURORA APCO 


HORIZONTAL CONDENSATION 


RETURN UNITS 


These horizontal units are used wherever 
the returns are above the boiler room floor 
level. Because these Aurora turbine-type 
pumps are capable of pumping condensate 
returns with entrained vapor, they posi- 
tively will not vapor bind. The free-running 
clearance of Aurora Apco’s one moving 
part, the impeller, means that expansion 
due to heat does not cause metal-to-metal 
contact. 

The suction equally distributes hydrau- 
lic pressure to both sides of the multi-vaned 
impeller, eliminating end thrust. These 
Aurora Apco units automatically adjust to 
varying capacity and pressure conditions. 


STANDARD MODELS 5,000 TO 25,000 CFM. 
UP TO 8" TOTAL STATIC PRESSURE. HIGH 
PRESSURE CONSTRUCTION. CIRCULAR DIS- 
CHARGE PLENUM ELIMINATES BREATHING. 
DUAL FORWARD-CURVE FANS; BACK- 
WARDLY-INCLINED,OPTIONAL.DIFFUSERS 
FOR EVEN AIR DISTRIBUTION. OPTION 
HORIZONTAL /VERTICAL DISCHARGE. = 


¢ 
PROMPT DELIVERY. MUCH MORE! oe” 


FOR MORE COMPLETE DATA, 
WRITE FOR BULLETIN H-113. 


drayer- anson ie 


OF NATION a. U & RADIATOR CORP 


3301 MEOFORD STREET UMP DIVISION 


LOS ANGELES 63, CALIFORNIA BRAKE COMPANY 
CABLE: CLINCONI LOS ANGELES AURORA > ILLINOIS 
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Are You Paying Premium Prices 
For Your Pipe Wrapping? 
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NO DRIP PLASTIC 
COATING... 
PROTECTION 
FOR BIG AREAS 
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For large pipes, tanks, air ducts, we recommend 
NoDrip Plastic Coating for permanent protection 
from condensation, rust and corrosion. Another 
fine Mortell refrigeration product, NoDrip can 
—— ; easily be applied by brush or trowel to metal, con- 
crete, brick, plaster, tile or composition surfaces. 


Now...cut costs, reduce inventories and profit more 
with the one standard insulation that fits every 


pipe and fitting, meets every service requirement! 


THREE INSULATING 
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BARRIERS wee 


1. oursive 


Rough surface prevents free circulation of 
moisture-filled air — creates dead air barrier. 


a 


%-INCH THICKNESS 


Built-in moisture barrier assures utmost 
insulating efficiency. 


3. 


INSIDE 


Dead air is trapped between “corrugated strands", 
forms added insulation barrier. 


NoDrip Tape means more profit, less 
work on every job... saves you time, 
labor, material. NoDrip Tape elimi- 
nates most multiple wrappings needed 
with thinner wraps . . . inferior wraps. 


Why pay more when you can buy the 
handy 16 foot roll of 4” thick NoDrip 
Tape at less than half the cost of a roll 
of ordinary 4” wrapping...and far below 
the cost of pre-formed foam cellular 
insulations? 


Next time an equipment cold line job 


Easier to Apply... 


EVEN AROUND JOINTS, TEES, 
VALVES OR ANGLES 


J. W. Mortell Company, Dept. 3 
553 Burch St., Kankakee, Ill. 


O.K.1 Send me full information about the complete line of Mortell 
refrigeration products. 


Makers of Mortite Caulking Cord and Mortite Caulking Gum 
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calls for permanent protection against 
condensation drip, “sweating” or frost, 
insist on using NoDrip Tape. Stops 
rust and corrosion, too...holds tem- 
peratures more constant and increases 
the efficiency of the cooling equipment. 
NoDrip Tape is pliable, cork-filled and 
completely self-adhering. Easy to work 
with... forms an air-tight, 100% vapor 
and moisture proof jacket. Needs no 
tools, vapor seals, fasteners, brads or 
adhesives. 


I'm a Jobber Dealer Serviceman 
Nome 

Firm 

Address 


City 











R. M. Toucey has been named 
manufacturer's representative in 
the Pittsburgh 
area for Trion, 
Inc. Toucey 
formerly was a 
representative for 
Trane Co. in the 
Pittsburgh area. 
He is a past presi- 
dent of the Pitts- 
burgh Chapter of 
the American Society of Heating 
and Air Conditioning Engineers. 





General Rubber Corp. announces 
the appointment of Robert W. 
Vonder Lieth as sales manager 
of its Special Products Div. Von- 
der Lieth will be responsible for 
the national sales and advertising 
programs of the firm’s lines of 
flexible rubber expansion joints, 
pipe and reducers, vibration elimi- 
nators, sound absorbers, and all 
custom fabricated rubber parts. 


Dunham-Bush has announced 
the appointment of Robert H. 
Schulz to the 
company’s Mil- 
waukee, Wis. 
sales office. He 
will handle sales 
of the company’s 
cooling products 
in parts of Wis- 
consin and Michi- 
gan. He previous- 
ly served as branch manager for 
Minneapolis-Honeywell. 





Eugene Ransom has been ap- 
pointed general manager of the 
Industrial Hose Div. of Flexonics 
Corp. Previously, Ransom was on 
special duty at the firm’s Memphis, 
Tenn., plant. Other division ap- 
pointments include: James R. 
Strother, sales manager; John 
F. Fisher, factory manager; L. 
B. Donkle, engineering manager ; 
and J. A. Downey, production 
manager. 





Jack K. Sutter has been ap- 
pointed manager of tubular sales 
for National Supply Co. Sutter suc- 
ceeds Charles J. Ramsburg, Jr. He 
has served with the company in var- 
ious capacities since 1927. 


Recold Corp. has announced two 
new sales appointments. Robert 
K. Fleming has 
been named 
northwest district 
manager, and 
Floyd E. Fish- 
er, Kansas City, 
Mo., has been ap- 
pointed repre- 
sentative for the 

- company’s refrig- 
Fleming ° . 
eration and air- 
conditioning products. Fleming 
will cover the states of Oregon, 
Washington, Idaho, Montana, and 
Western Canada. Fisher will serve 
the western sections of Missouri 
and Arkansas, and the eastern 
part of Kansas. 


Frank Chambers has been 
named sales engineer for Drayer- 
Hanson, Div. of National-U.S. Ra- 
diator Corp. Chambers will spe- 
cialize solely in the refrigeration 
business in the west coast area. 
He joined Drayer-Hanson from In- 
dustrial Refrigeration & Equip- 
ment Co., Portland, Ore. 


Robert W. Strickland has 
been named manager of Trane Co.’s 
Providence, R. I., sales office. 
Strickland has been associated with 
the Trane West Hartford, Conn.., 
office as a sales engineer. 


R. P. Ballou has been elected to 
the newly created post of vice presi- 
dent-engineering for Marco Indus- 
tries, Inc. Ballou’s responsibilities 
will include broadening the range 
of the company’s products, scope 
of their application, and develop- 
ment of new products. 


Three sales charges have been 
made by Mueller Brass Co. A. B. 
Oslin has been appointed district 
sales manager of the south San 
Francisco office. Robert Miles 
has been named district sales man- 
ager of the Pittsburgh, Pa., 
branch. William Meil has been 
assigned to the Los Angeles office 
as a sales representative. Oslin, 
with Mueller since 1946, formerly 
was district sales manager in Pitts- 
burgh. Miles, until recently has 


been with the Philadelphia office. 
e 


Niagara Blower Co. has an- 
nounced the appointment of three 
new engineers. Louis F. Prossen 
at the Buffalo, N.Y. plant, William 
R. Hollinger, Philadelphia, Pa., 
and Tom L. Larson, Baltimore, 
Maryland. 


Irving W. Pittheman has been 
appointed manager for the new 
Air-conditioning 
Dept. of General 
Electric Co. in 
Cleveland. Pittle- 
~ man joined GE in 
1946 at the firm’s 
Fort Wayne, Ind., 
plant. He has 
been district man- 
ager in the Cleve- 
land area for national accounts 
sales and special projects for the 
Air-conditioning Dept. 






Robertshaw-Fulton Controls Co. 
has appointed D. Rex Scott to 
the position of manager of plan- 
ning. Scott joined the company in 
1950, and for the past three years 
has served in the sales department. 


Appointment of C. L. Rutledge 
Jr. as southern regional manager 
for Acme Indus- 
tries, Inc., has 
been announced. 
Rutledge will 
headquarter in 
Houston, Tex., 
and will super- 
vise sales in Tex- 
as. New Mexico, 


Oklahoma, Ar- 





L 


kansas, Louisiana, Tennessee, Mis- 
sissippi, Alabama, Georgia, and 
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HOW 


MUCH 


IS HIDDEN SERVICE COSTING YOU? 
IN CASH? IN GOOD WILL? IN TIME? 


Cytid, 


dependable design eliminates 
hidden service—builds 
bigger distributor profits! 


It is no secret that all refrigeration equipment needs 
normal service. However, frequent customer com- 
plaints can mean excessive service ... often 
HIDDEN SERVICE. This not only costs you 
money, it costs you time, and, the most valuable 
thing of all, your customer’s goodwill. 


Crystal Tips advanced engineering and design has 
produced a line of ice makers that is without parallel 
in the industry. Distributors tell us they’re the most 
trouble-free units made. Because of Crystal Tips 
simplicity, normal service is handled quickly and 
efficiently. 

Another factor distributors appreciate is the ex- 
tremely low parts inventory required to service 
Crystal Tips units, Many parts are interchangeable. 
In some cases, distributors, who have invested 
thousands of dollars in parts stock for other makes, 
are surprised to learn approximately one hundred 
dollars parts inventory is needed to service the en- 
tire Crystal Tips line. 


Now’s the time — join the swing to Crystal Tips, 
the most dependable ice maker on the market. Write 


ry A COMPLETE LINE for facts about a distributorship. 


—~ 
~ aor age First Name in Automatic Ice Makers 
i AMERICAN 


hd to AUTOMATIC ICE MACHINE COMPANY 
1878 Fourth Street N. W. Faribault, Minnesota 














Models illustrated reading 
clockwise from top: B-500-B, 
B-300-B, 8-200-B. Capacities 
up to % ton per day. 





A Division of McQuay, Inc. 
a 


IT PAYS TO BE A CRYSTAL TIPS DISTRIBUTOR 
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BaG 


“PACKAGE” UNITS 
..-WITH ALL MAJOR 
COMPONENTS DESIGNED, 
BUILT AND GUARANTEED 
BY ONE MANUFACTURER 


B&aG PACKAGE 
LIQUID COOLER 


B&G offers a complete line of top quality air 
conditioning and refrigeration equipment. Many 
exclusive features have been designed into these 
products which materially reduce space require- 
ments—improve operating economy —add to life 
of the equipment. 


For a completely integrated and assembled 
water chiller, the B&G Package Liquid Cooler 
offers many outstanding advantages. Itis 
equipped with B&G products throughout —the 
only unit of its kind with all major components 
designed, built and guaranteed by one manufacturer! 
With this packaged unit, costs which might 
otherwise be charged against the job are elim- 
inated. 

The new Condensing Unit is another “B&G”’ 
equipped product—motor, compressor and con- 
denser are all manufactured by Bell & Gossett 
Company and assembled as a complete unit. 


A FULL LINE OF REFRIGERATION AND AIR CONDITIONING COMPONENTS 


B&G Evaporators and Condensers BaG 
all offer plus values inefficiency and Series 1522 
rugged, long life construction. They Pump 






are built to ASME Code require- 
ments and so stamped. 

When selecting pumps, B&G 
Series 1522 units invite your most 
critical comparison. Of vertical split- 
case design and equipped with the 
leak proof ‘‘Remite’’ Mechanical 
Seal, its operation is amazingly 
B&G Evaporater silent! Other B&G centrifugal pumps 
offer similar features for completely 
satisfactory performance. 


1=\ BELL & GOSSETT 


C4 
¢ &¢& @ MB PA HN Y 
application data on B&G Air Conditioning Reg. y Dept. FJ-45, Morton Grove, Ill. 


and Refrigeration Equipment. ow: Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto 16, Ontario 
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B&G Condenser 


Series 1531 
Pump 






B&G Heat 
Exchanger 





Send for complete file of specifications and 














Florida. He previously was associ- 
ated with Engineering and Re- 
frigeration Co. of Jersey City as 
sales engineer and sales manager. 


Bryant Mfg. Co. has appointed 
Gilbert A. Peck branch opera- 
tions manager in 
the company’s 
sales department. 
Peck will coordi- 
nate and super- 
vise business op- 
erations of Bry- 
ant’s factory sales 
branches in Bos- 
ton, Mass., New 
York City, Paterson, N. J., Cleve- 
land, Ohio, Detroit, Mich., Chica- 
go, Ill., and St. Louis, Mo. He will 
headquarter in Indianapolis, Ind. 





Two new sales representatives 
have been appointed by Mueller 
Brass Co. Wayne Boucher has 
been assigned to the Philadelphia, 
Pa., office to assist Fran House, 
district sales manager. Richard 
Grymonprez is assigned to the 
Melrose Park, Ill., office where he 
will assist Wayland Swanson, dis- 
trict sales manager. 


Coldin Cabinet Co., Inc., has 
appointed Marvin Weisberg re- 
gional sales man- 
ager in charge of 
the New Jersey, 
Pennsylvania, 
Maryland, Dela- 
ware, Virginia 
and Washington 
D.C. areas. He 
will handle the 
entire line of 
Coldin showcases in that territory. 
Weisberg was formerly with Pheo- 
nix Soda Fountain Co. 





William C. Ryan has been ap- 
pointed to the newly created po- 
sition of traffic manager of Recold 
Corp. The position of traffic man- 
ager was created to meet Recold’s 
expanding warehousing facilities 
in the southern and eastern part 
of the country. Ryan’s duties will 
include the coordination of traffic 
with production and sales. 
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Richard Rhodes has been been announced. Previously 
transferred from the Detroit branch Wohlgemuth was sales manager of 
office of American Air Filter Co., middle states district sales offices. 
Inc., to its home office in Louis- 
ville, Ky., as a supervising engi- ° 


neer in the Unit Ventilator Prod- 
ucts Dept. Rhodes will serve the 
firm’s Midwest Region. 


Robert P. Vartan has been ap- 
pointed comptroller of Chrysler 
Corp.’s Airtemp Div. 


e * 
Appointment of Leon B. Richard A. Heindel has 
Wohlgemuth as general sales joined the air-conditioning depart- 
manager for Tubular Products ment of Industrial Acoustics Co. 
Div. of Babcock & Wilcox Co. has Heindel will serve as assistant 


Insulbond! 


A new LAYKOLD adhesive for bonding 
impervious insulation blocks 








After mixing, INSULBOND soon develops a buttery, easy-trowelling consistency. 


INSULBOND is the new cold-applied, fast-setting cement 
specifically developed for bonding moisture-impervious in- 
sulation materials. 


INSULBOND sets without moisture dissipation; holds blocks 
firmly in place. 


INSULBOND is easy to prepare on the job. Just mix cold, 
fluid, special Laykold® binder and Lumnite Cement. The 
resultant mix soon becomes “buttery” and ready for spread- 
ing. Blocks are then set in place and adhesive allowed to cure. 


Use the coupon for full technical data. 





American Bitumuls & Asphalt Co. 

P. O. Box 3495, San Francisco, Calif. 
Please send me specification G-35 covering 
the use of INSULBOND. 


Please send me information on all your in 
sulation adhesives and coatings. 


American Bitumuls 
& Asphalt Company 


320 Market St., San Francisco 20, Calif. Perth Amboy, N.J 
Baltimore 3,Md. St. Louis 17, Mo. Cincinnati 38, Ohio 
Mobile, Ala. San Juan 23, P.R. Tucson, Ariz. 
Inglewood, Calif. Oakland 1, Calif. Portland 7, Ore. 


| 
! 
| 
| 
| 
C] Please have your Field Engineer contact us. 
| Name 

Company 

| Address 

1 

1 
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manager in the engineering, design 
and promotion of noise control 
products in the air-conditioning 
and ventilating fields. 


Edward E. Swearingen has 
been appointed to the newly created 
position of prod- 
uct manager - 
fluid heat for 
Mueller Clima- 
trol, Div. of Wor- 
thington Corp. In 
this position 
Swearingen will 
direct market an- 
alyses, pricing, 
distribution and policies for the 
company’s wet heat lines. He was 
formerly responsible for customer 
contact in the Milwaukee, Wis- 
consin area. 





Robert E. Cody has joined 
General Controls Co. as advertising 
and public relations manager. Cody 
served as account executive to 
the company from 1954 to 1956 as 
a member of Hixson & Jorgensen, 
Inc., advertising agency. 


Appointment of David Egan as 
a direct factory representative has 
been announced 
by Milwaukee 
Electric’ Tool 
Corp. Egan will 
service the states 
of M ississippi, 
Tennessee, and 
parts of Kentucky 
and Indiana. He 
will assist distrib- 
utors. He makes his headquarters 
in Nashville, Tennessee. 





+ 
Robert K. Eskew has been 


named director of engineering, re- 
search and development for Arkla 
Air Conditioning Corp. Eskew first 
joined the company in 1957. He 
will have offices in Evansville, Ind. 


Dryomatic Corp. has elected 
Anthony Hass to the position of 
president. Since 1950 Hass has 
served as vice president and sales 
manager of the corporation. 
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Frank J. French has been 
named vice president of Allied 
Chemical’s General Chemical Div. 
French will be in charge of the 
division’s production, mining, pur- 
chasing, and industrial service ac- 
tivities. He has been with the firm 
for 29 years, and has served as di- 
rector of purchases since 1952. 


Three new sales representatives 
have been appointed by Mueller 
Climatrol. Forrest W. Wilson 
will cover the Milwaukee area. 





Wilson Newhart 
Claude L. (Les) Newhart has 


been assigned the Florida territory. 
Richard N. Shelby will handle 


the Cincinnati area. Also an- 


Shelby Wenke 


nounced was the promotion of 
Robert Wenke to the position of 
liaison with Milwaukee area archi- 
tects, builders, and engineers. 


Trane Co, has announced five 
new appointments. New sales en- 
gineers include: Wesley W. 
Wright, E. D. Cambon, Jr., M. 
L. Franzel, and R. E. Weisen- 
fels. Thomas Noddings has been 
named to the firm’s transportation 
sales department. 


Penn Controls, Inc., has ap- 
pointed Grover M. Russell to the 
position of chief engineer. Russell 
joined the company in 1956 and 
has held the position of chief proj- 
ect engineer since January of 1957, 











Ilg Electric Ventilating Co., has 
announced the appointment of A. 
Phelps Langtry as sales engineer 
to its Chicago sales office. 


Four new management appoint- 
ments in the marketing depart- 
ment have been 
announced by 
Detroit Controls 
Div. of Ameri- 
can- Standard. F. 
G. (Ted) Cog- 
gin becomes gen- 
eral manager, 
sales and market- 
ing. For the past 
two years Coggin 
has been general manager of sales. 
Assisting Coggin as marketing and 
planning manager will be F. J. 
Kreissl, formerly manager of ap- 
pliance control sales. A. L. Fuller, 
manager of bronze valve sales, has 
been named sales manager. W. H. 
Hohmeyer, market research man- 
ager, has been named administra- 
tion manager. 


Coggin 


Kenneth B. Shaw has been 
appointed wholesaler sales repre- 
sentative in the 
Philadelphia area 
for Wolverine 
Tube, Div. of 
Calumet & Hecla. 
Inc. Shaw will 
concentrate on 
the sales and pro- 
motion of copper 
water tube, re- 
frigeration service tube, automo- 
tive tube, and aluminum Versa- 
tube, to wholesalers. His office will 
be in Philadelphia. 


Bohn Aluminum & Brass Corp. 
has named Paul C. Bailey as 
manager of sales and manufactur- 
ing of its brass division. Bailey 
joined the firm in 1950, and has 
served as sales manager of the 
brass division since 1954. 


Louis Fantozzi, 49, executive 
secretary of Frigid Igloo Mfg. 
Corp., died June 6. Fantozzi was 
associated with Frigid Igloo from 
its inception. 


REFRIGERATION & AIR-CONDITIONING 

















Take the pressure off 


your flow control problems 


with these A-P regulating valves 


PERMITS 


operation of 2 or more 
evaporators — at dif- 
ferent temperatures — 
with single condensing 
unit 


MODEL 235-S EVAPORATOR PRES- 
SURE REGULATING VALVE — ', 
ton R-12, visual pressure setting 
from 0 to 40 Ibs. Also available 
with 20 to 70-ib. adjustment range 
Suitable for all refrigerants. 









————— > oe oe oe 
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PROTECTS 


compressor motors from 
overload and possible 
burn-out 


PERFORMS 


pressure regulating 
function for all non-cor- 
rosive refrigerants 


PREVENTS 


freezing of water cooling 
equipment and frosting 
of air coils 





MODEL 237 CRANKCASE PRESSURE 
REGULATING VALVE — for hot gas 
or electric defrost installation. Two 
capacity ranges: 1'/ and 3 tons 
R-12. Flare of solder connections 
Two adjustment ranges: 0 to 40 
ib. opening point; 30 to 160 Ib 
opening point. Valve opens on out 
let pressure decrease below open 
ing point 





MODEL 239 PRESSURE REGULAT- 
ING VALVE — Mode! 239A in 
two adjustment ranges: 40-140 and 
80-210 psig. opening point. Model 
239BH 40 Ib. to 190 Ib. opening 
point adjustment range Protected 


MODEL 238 EVAPORATOR PRES- 
SURE REGULATING VALVE — | 


& with long spud solder connections 
ton R-12. Also available in limit § Valve opens on inlet pressure in 
ed adjustment range of 32 to 38 psig. : crease above opening point 


Your flow control worries are over 


CONTROLS COMPANY of AMERICA — when you rely on A-P pressure reg 


ulating valves. Industry favorites 


WMauupactmnenrs of A-D CONTROLS like the valves shown and quantity 


“specials” created for specific pur 


2486 N. 32ND ST. © MILWAUKEE 10, WISCONSIN poses cover just about every flow 
COOKSVILLE, Ontario © NIJMEGEN, Holland control problem. Put Controls Com 
Controls That Make Modern Living Possible pany of America’s expanded cre 


ative resources to work for you 
Range and experience combine to 
assure delivery of any quantity to 


ee ee 0 ee ee fit any schedule. 
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How to give your customer more than a motor 


You can solve all motor problems with 


You can make your job easier by selling Century 
Electric motors, 1/20 to 400 hp. Here’s how: 


Easy ordering— You save time because you can 
give your customer answers to all his motor prob- 
lems from one source, and you save him valuable 
time (and money) because he doesn’t have to shop 
around for motors. He’ll appreciate it. When he 


asks about motors he knows you have the answer. 


Fast shipments—From Century Electric’s com- 
plete stock you can get a motor for any standard 
application and a quick answer for your customer. 
In addition, motors are packed in sturdy boxes so 


when you reship to your customer you know he will 
get motors in good condition. 





Century Electric’s line... %0 to 400 hp 


Application know-how—But you want to be 
sure he has the right motor for the job. And if you 
need help on this, you get expert back-up from your 
nearest Century Electric sales engineer. He knows 
motors inside and out because he sells, applies and 
thinks nothing but motors day after day. 


This is why you can give your customer more 


than just a motor—a quality product backed by 
application know-how and the ability to furnish 
fast answers from one source. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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ERECTA-SHELF — perfect for food storage in walk-in coolers. 


Non-rust units can be hosed down for effective cleaning. 
Adjustable shelves save space. 


ERECTA-SHELF — serves well for heavy duty 
storage. It's strong, lightweight and fully adjust- 
able. One man can erect a 5 shelf unit in 10 
minutes. Metal Clips lock units together. 


OPEN New PATHS OF Protit were ERECTA SHELF... 


Newest, Sturdiest Shelving ON WHEELS OR OFF 


ERECTA SHELF answers an ever-present need for more YOUR PROSPECT WANTS ERECTA SHELF FOR 
space within existing area. Better organized storage 


means more eflicient operation along the line. Equipment Storage — everything from food cartons to 
compressors. 


Designed primarily for cooler and backroom storage. Walk-In Cooler Storage — all perishables from meats to 


ERECTA SHELF is the durable, all-metal shelving of a milk. 


1000 uses. Each of these uses is your avenue to revenue. Staple Storage — from the smallest to the tallest, from a 
half-ounce to a half-ton. 


ERECTA SHELF IS EASY TO SELL 
. Goes Up in Minutes—needs no nuts or bolts; can and more 


be quickly dismantled and rearranged to suit. Versatile ERECTA SHELF, now also available on 
' ' wheels, is more adaptable, more useable than ever! 

. Unparalled Strength—each shelf will support up to Write today for facts and figures on ERECTA SHELF — 
1000 pounds! your map to new paths of profit. 

. Rugged Steel Rod Construction — plus corrugated 

steel bracing give these shelves their superior 


strength. REGIA Ciel, 


Carefree Maintenance—unaflected by heat or cold; 
can be hosed down for easy sanitation. Heavily 


plated or stainless steel. Sani -Stack, 


. Designed for Flexibility—shelves are adjustable at li eet al 
ee ° . ° ° , ‘ts Oo 
5-inch intervals, accommodate items in all sizes, quality products 


weights and shapes. METROPOLITAN WIRE GOODS CORP. 
. Economical ERECTA SHELF—is priced way under N. WASHINGTON ST. and GEORGE AVENUE 
any shelf that will do a similar job. WILKES-BARRE, PA. 
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PN ae RADIAL UNIT COOLER—Eight sizes 
COOLER Compact unit to fit the requirements of walk-in 
for product cooling. Ad coolers and cold storage rooms 
justable louvers Styled for minimum height as re 
Oe te MUM Mee Till: Ts) liiaetiteliry 


TWO WAY UNIT COOLER 
A wide range of capacities in 
five sizes. Units may be wall 
or ceiling mounted. 


AIR COOLED 


CONDENSERS RESIDENTIAL. 


EVAPORATORS 


MODEL 

“AD” AIRCON— 
2, 3 and 5 ton re- 
mote type air cool- 
ed condensers with 
direct driven pro- 
peller fons. 


MODEL “AR” AIRCON—Remote type 
residential condensers using centrif- 
ugal blowers. Available in 2, 3, 5 
and 7% ton nominal capacities. 


MODEL “AB” AIRCON — Remote, 
waterless condensers available in 
eight sizes—9, 11, 15, 20, 25, 30, 40 
end 50 ton nominal capacities, 


ullt-in heat exthes 


as 


gee 

<A —s 

uay sabe. 
MINNEAPOLIS 13, MINNESOTA 

AiR CONDITIONING + HEATING - REFRIGERATION 
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TRUCO’ DOES IT AGAIN! 


BIG SAVINGS in 
tile installation 


< 


Drilling accurate holes 
for plumbing in glazed 
structural tile averages 
less than 3 minutes per 
hole with Truco diamond 
drilling equipment. 


Finished holes are neat, 
clean, accurate, and need 
no patching. 


< Old method involved 
sawing slots in tile 


which = patch- 


ing, and left unsight- 
ly wall scars. 


JOB: Cutting 3500 holes 1”, 1!4", 2” and 2!4” dia. through structural 
glazed and facing tile to admit plumbing pipes in walls of kitchens and 
washrooms in Ford Motor Company’s Staff and Product Engineering Build- 
ings, Dearborn, Michigan. 


CONTRACTOR: Smith Fireproofing Company, Detroit. 


TOOLS: Truco Hand Swivel Drill Motor, a heavy duty unit operating at 
1000 rpm with integral Truco Water Swivel and Truco Drill Stand mounted 
on a wheeled platform, readily movable to each work site. 


OPERATION: The previous method required a sawing operation in a 
separate room to which tile was carried at considerable cost in man-hours. 
Much chippage, scrap, waste and dirt resulted. Pieces of tile had to be 
patched in around pipes, taking more time and leaving an unsightly job. 
With Truco equipment right at the work site, tile was placed on a board, 
holes drilled in less than three minutes per hole, and the tile laid up in the 
wall. Holes were accurate, fitted neatly, and there was no unsightly patch- 
ing, no chippage, practically no scrap or litter. Truco equipment delivered 
a perfect job at a fraction of previous cost. 


Write or phone for nearest distributor's name. 


TRUCO MASONRY DRILLING DIVISION 


WHEEL TRUEING TOOL COMPANY 
53-3200 W. Davison Ave. «+ Detroit 38, Michigan 
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AS WE SCE... 


by Jim McCallum 


News note: Late in June, pro- 
duction workers at Amara Refrig- 
eration, Inc., began an increased 
work schedule of 9 hours a day, 
with half a day on Saturday, in 
order to keep up with the demand 
for the company’s air-conditioners, 
freezers, and refrigerators. 

The company reports a 48% in- 
crease for air-conditioning units 
over 1957, and a 10% increase in 
freezer sales over last year. 

“This increased demand comes 
from both the distributor level and 
the consumer level,” says George 
C. Foerstner, executive vice presi- 
dent, “and has deep significance 
at this time.” 

And if that isn’t the understate- 
ment of the year, it'll do until a 
better one comes along! 


* * % 


Ever since year-round air- 
conditioning became a_ practical 
reality, one thing has seemed fairly 
obvious to us. Ultimately there 
must be a blending of the heating 
and cooling sides of this business 
at all levels, in order to provide 
single source responsibility for 
both product and service. 

We have seen it happen with 
manufacturers, many of which 
started out by making just heating 
or just cooling alone and are now 
actively producing equipment com- 
bining both functions. 

We have seen it happen at the 
distributor-dealer level, with air- 
conditioning outlets adding a line 
of furnaces and heating contractors 
taking on cooling equipment. 

More recently it has been hap- 
pening at the level of the parts and 
supplies wholesaler. 

Latest evidence of this trend is 
the merger of Harris Supply Co. 
with Michigan Automatic Heating 
Equipment Co. The new firm will 
be known, descriptively enough, as 
Heating & Cooling Wholesalers. 

For 21 years the Harris firm has 
operated as an air-conditioning 
and refrigeration wholesaler, with 
headquarters at Grand Rapids, 


Mich. For 13 years, Michigan 
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Automatic Heating Co. has han- 
died a complete line of warm air 
parts and equipment on a whole- 
sale basis in the Grand Rapids 
area. 

Reasons cited by the Harris 
management for the consolidation 
spell out even more clearly the 
growing trend toward the year- 
round approach: 

“We feel that this move will give 
customers of each of the former 
organizations an equal opportunity 
in both heating and cooling fields. 

“By combining the know-how of 
management in the heating busi- 
ness with our know-how in refrig- 
eration and air-conditioning, we 
feel that we are making a great 
stride forward. Virtually overnight 
we have put ourselves in a position 
of advantage that otherwise it 
might have taken us 10 to 15 years 
of struggle to achieve.” 

Seems to us like sound reasoning 
for a sound move. 


we x an 


Many distributors of com- 
mercial refrigeration equipment 
feel that their 1958 business, de- 
spite a slow beginning, will equal 
or exceed that of 1957. This en- 
couraging report came out of a 
business review which was on the 
agenda when officers, directors, 
and advisory board members of 
National Commercial Refrigerator 
Sales Association met in Atlantic 
City early in the summer. 

“Business is there if you go after 
it,” was the consensus. Diversify- 
ing lines, concentrating on service, 
keeping hard after the sales force, 
and staying alert to local trends 
and business opportunities—these 
were suggested as the best methods 
for beating the slump. 


* * ” 


Well over 350,000 unit po- 
tential installations of heat pumps 
are waiting to be filled within the 
immediate future by the 30 or 
more manufacturers in the heat 
pump industry today, according to 
Paul F. O'Neill, utility consultant 
for the General Electric air-con- 
ditioning department. 

We don’t want to quarrel with 
Mr. O’Neill’s figures, but we would 
like to ask one question: Why 
make them wait? 
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RIGHT 
from 

the 

start! 


AEROUVOK MOTOR-START 


Capaciterd 


For capacitors that ‘‘stay-on-the-job” longer you'll be right from 

the start when you specify and use Aerovox AC Capacitors. You'll save 
time and money too because Aerovox has the right replacement capacitor 
for every air-conditioning, refrigeration and motor-start application. 
Aerovox has been the pioneer manufacturer in the AC capacitor field 

for many years and today supplies the original equipment 

manufacturers with the major portion of their capacitors. 


You don’t have to hunt high and low for a make-shift substitute 
either, because your local Aerovox Distributor stocks the complete 
line of AC capacitors for motor-start and motor-run applications. 
Right now he has a big, brand-new Aerovox AC Catalog reserved 
just for you. This new edition is up-to-date in every respect 

with complete capacitor listings, technical information, 

mounting hardware and test instruments. Your copy is FREE for 
the asking ONLY from your local distributor. For the name 

and address of your nearest Aerovox Distributor write... 


DISTRIBUTOR SALES DIVISION 
NEW BEDFORD, MASS. 


In Canada: AEROVOX CANADA, LTD., Hamilton, Ont. 
Export: Ad. Aurieme., 89 Broad $t., New York, N. ¥. + Cable: Avrieme, WN. Y. 
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S ¢ A L E removal and prevention 


are easier, safer, cost 


less with 


“VIRGINIA” WATER TREATMENT CHEMICALS 


aad 
ees 

SCALE 
INHIBITOR 


Water Treatment Scale and Corrosion Inhibitor — Greatly 
reduces scale buildup on metal. Specially blended glassy 
polyphosphates provide slow, controlled solubility for contin- 
uous effective dosage, No controls or feeder devices needed. 
Simple and quick—anyone can do it. 


Aigae-Cides #1 and 2 and Ice Machine Cleaner—#! uses 
a very high copper ion concentration to kill many types of algae 
and eliminate slime. #2 eliminates slime, mixtures of algae and 
slime, and copper resistant algae. Ice Machine Cleaner re- 
moves scale and slime, prevents cloudy ice and bad odors. 


ESOTOO « V-METH-L « CAN-O-GAS « VASCO-CEL « PERMAGUM « PRESSTITE TAPE « KWIKWRAP « SUNISO REFRIG- 
ERATION OILS »* WATER TREATMENT CHEMICALS « SALES AGENT & REPACKER FOR “FREON” REFRIGERANTS 


wren 


Scale Removers (Solid and Liquid) — For any kind of water- 
cooled equipment, “Virginia’’ Scale Removers are safest, easi- 
est, most economical. Solid is a dry-acid formulation, carefully 
inhibited. Liquid works faster on heavy scale. In handy 
cartons with plastic “bottle” lining, easy-pouring spout. 


"How to Turn Water into Money”—Information about a 
new moneymaker for service companies. Stop seasonal slumps, 
get extra profits all year. Send for free booklet, “*How to Turn 
Water into Money.” Write Refrigeration Division, VIRGINIA 
SMELTING Co., 291 Jefferson St., West Norfolk, Va. 


IN 


Available in Canada and many other countries 
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"In our crowded meat storage compartment, 

space is money. That's one of the reasons 

we selected Tenney's compact TEH-DEFROSTOLATOR. 
It does a man-sized job in a space that allows 
uS many more cubic feet for payload storage. 
Dependable service at all times." 


» Ukron 


attan Provision Co., 


"Our main problem was defrosting. It had 
to be automatic, fast and reliable. Since 
installing our Tenney unit, our entire 
refrigeration operation has been working 
beautifully. And the overall cost was 
surprisingly low." 


Brook Mork Center, Int., Bronx, N.Y. 


«.eeach Tenney TEH-DEFROSTOLATOR is completely 
self-contained. We never need additional 
factory parts for multiple unit installations... 
or additional inventory for maximum coverage of 
capacities. The simple installation requirement 
has meant high profits on labor time." 


mye K Lobe 
Seotsen Co., Ince, Ne¥eC. 


Simple installation ... Performance .. . Satisfied Customers 


Get all 3 with... 
Temnmey IXEEHI-Defrostolator: 


Stokes Refrigeration Co., Inc. and their many customers sure control termination assures positive defrost each time 
know why Tenney’s TEH-DEFROSTOLATOR is fast be- In short, Tenney is ideally suited for all tough jobs, since 
coming a by-word in commercial refrigeration. The the problem of condensing unit location is eliminated 
TEH-DEFROSTOLATOR features electric hot gas defrost inde On your next bid don’t take chances, take Tenney - 


pendent of the condensing unit. Time clock actuated, pres- get the most and give the most to your customers 


of Write for complete information. 


Engineers and Manufacturers of Refrigeration Ty) I ° 
and Environmental Equipment EF: CHIME 
SS ENGINEERING, INC. 
r@ 1090 Springfield Road, Union, N. J. @ Plants: Union, N. J. and Baltimore, Md. 
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Full size illustration of the Series 210 
limit control for water or air cooled 
residential and commercial air conditioning. 


| specifically designed 
tyme LCL 


more and more manufacturers 
are using the Penn 210 for 
packaged air conditioning . . . 


Entirely new .. . entirely different from any controls 

available up to now . . . the Penn Series 210 pressure 

controls are specifically designed to meet the require- 

ments of packaged residential and commercial air 
REMEMBER THIS! conditioning. 

Compact... smaller than a pack of cigarettes . . . the 
210 is ideal for panel mounting or in limited space. 
New, patented power element is more rugged to assure 

accurate repeat performance. Contact unit, in either 
iat te ai soe pe SPST or SPDT action, is totally enclosed. Both high 
pler and service call-backs are mini- and low pressure controls are factory set to buyer’s 
mized because this rugged, “tailored- specifications for use on R-12 or R-22 and are not ad- 
to-the-unit” control assures better, justable in the field. And, there are many other advan- 
longer, mote accurate performance. tages .. . write to Penn for the complete story! 


PENN CONTROLS, IC. css, nies 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y 


You have a big advantage when pack- 
aged air conditioning is equipped with 
the Series 210. Pressure adjustments 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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The «Big E°*’ Can Help You Sell! 


*VE just finished talking on the telephone to a dealer “down east”. He told me that during the Fourth 
of July week he sold 53 central residential air-conditioning units and more than 200 room 
air-conditioners. You can imagine the excitement in his voice when he described the promotional 


program he had used to get the prospects and then turn these prospects into customers. He was 
really enthused! 


Yet just a month ago this same man was depressed and down-hearted about the air-conditioning 
business. In fact, when I talked to him then, I had the feeling that he wished he were in some other 
business. You can bet your bottom dollar he doesn’t feel that way today. 


I tell this story only to point up a situation that affects every one of us in this business. This 
situation is the apparent lack of enthusiasm for the business on the part of some manufacturers and 
distributors. To be even more specific, I’m talking about those people who occupy responsible executive 
sales positions with these manufacturers and distributors. 


When I talk with some of these people I get the same feeling I got while talking to my dealer 
friend before he staged his own Fourth of July sales celebration. They openly display an attitude of 


“1 don’t care” or “What's the use?” They take the negative attitude of “Why try this? It won't 
work anyway!” 


This is an ugly situation. It is doubly serious because these people are the ones on whom you 
must depend for help and guidance in your own sales plans and programs. 


Now mind you, not all manufacturers and distributors are in this frame of mind, but there are 
enough of them to represent an unhealthy situation in the industry. 


My point is simply this—don’t let those spreaders of gloom come into your place and dampen your 
own enthusiasm for the business! 


The industry that we represent has a great future. By conscientiously and continuously educating 
yourself in better methods of selling, installing, and servicing you can assure yourself of a prosperous 
slice of this future, tomorrow and in the days to come. 


Your business outlook may appear a little blick today, but by hard work and continued effort 
you too can enjoy the thrill of success. Just ask my dealer friend down east. 


Let’s keep Enthusiasm in our business. Remember, it’s highly contagious. If you have it—and show 


it—it’s bound to rub off on those you work with, up and down the line. The results will surprise you. 


Good luck and good selling! 


EDITOR’S NOTE: Thom Muir invites you to write him 


regarding any sales problem that you 
might wish to discuss. 


Address your letters to him in care of this magazine. 
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What you should 
now about 





BY EDWARD DOWIS 


WEBSTER’S DICTIONARY describes an ion as “an electrified particle formed 


when a molecule of a gas loses an electron . 


..” But if you're selling air- 


conditioning, you'd better learn more about ions than that. The time may 


come when you'll find that ions are the hottest thing in your sales kit! 


The influence of air ions on comfort and health has 
been the subject of study and debate since the very 
early days of air-conditioning. 

Many people feel that an inside atmosphere, even 
under ideal conditions of temperature, humidity, clean- 
liness and motion, still lacks some invigorating quality 
present in outdoor air. Many sensations, including 
respiratory discomfort and allergic distress, have been 
associated with ion deficiency and are reported relieved 
by ionization. 

lt is the purpose of this article to summarize, as 
simply as possible, our present knowledge of air ions. 
Much of this knowledge has been recently acquired. 
More is being sought through research projects. 

An air ion is a particle consisting of a number of 
air molecules and containing an electrical charge. The 
smallest ions contain about a dozen molecules; the 
largest many hundreds. 

The concentration of ions in a typical sampling of 
outdoor air is about 2000 positive and about 1700 
negative ions per cubic centimeter. In an occupied air- 
conditioned room the counts may be less than half 
these numbers. 

lons may be produced by any force capable of 
imparting an electrical charge. 

Outside they are produced by cosmic rays which 
continually bombard our atmosphere; also by radio- 
active materials in the soil. There may be other natural 
sources. 


In inside areas. fluorescent lighting and incandescent 
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heating elements are common sources. Electrostatic air 
cleaners also release ionized air. 

Small ions have a very short life. They may lose 
their electrical charges by contact with the ground or 
other bodies. Negative ions may be neutralized by 
positive ones. Moisture and other matter contained in 
the air hastens the deionizing process by conducting 
charges to the ground. 

Because of this instability, the ion count is greatly 
reduced when air is brought inside, away from natural 
ionizing sources. In order to maintain a desired con- 
centration of ions, it is necessary to produce them as 
fast as they are lost. Newly developed equipment makes 
production and control relatively simple and eco- 
nomical. 

Ions are produced by the following methods: 

(1) High voltage discharge from wires, plates or 

grids; 

(2) Radioactive materials; 

(3) Incandescent metals. 

Fig. 1 shows a schematic hookup of a high voltage 
discharge ionizer. The line leading to the wires, plates 
or grids must be of the polarity of the ions required. 
The other side of the rectifier-transformer high voltage 
lead is grounded to the equipment frame, which must 
be connected to the ground as provided in the National 
Electric Code or local ordinance. 

Voltage for these ionizers depends upon construction 
and output required. It can be high enough to cause 
serious shock and to jump through air for short dis- 
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tances. Equipment should be isolated and provided 
with safety switches at access doors to cut off current 
when doors are opened for inspection, service, or 
maintenance. 

The hookup for one ionizer using a radioactive ma- 
terial as the ion source is shown in Fig. 2. In general 
it is about the same as for the high voltage discharge 
except that the voltage is much lower. The milliampere 
output of the transformer is limited, to bring it below 
the requirements of the code for power wiring. This is 
one useful purpose being served by the isotopes de- 
veloped through atomic research. 

Incandescent metals also have the property of emit- 
ting ions. Fig. 3 shows an ionizer hookup using this 
principle. The ion output is increased by connecting a 
voltage source to the heated metal. 

In practice, the ionizing problem is usually one of 
supplying small negative ions. These are the ones 
which are most perishable. It is a deficiency of negative 
ions which is believed to cause discomfort. 

There is no evidence that excess negative ions can 
be harmful. Increase in concentration also increases 
the rate at which they are lost, so there is no danger of 
overproduction of negative ions. 

It is possible that too many positive ions may 
neutralize negative ones so rapidly that is difficult to 
produce replacements fast enough. In this case the air 
can be passed between plates or through grids which 
are charged negatively, thereby collecting and neu- 
tralizing the positive ions. There is nothing to indicate 
that a low positive ion count is harmful. 

Perhaps the greatest contribution to research in the 
field of ionization has been the development of in- 
struments which accurately measure the density and 
size of ions. 

One instrument operates by passing air through a 
tube and collecting either positive or negative ions 
on an insulated surface. This surface must be large 
enough that the ion current can be measured with a 
sensitive meter calibrated in ions per cubic centimeter. 

Other instruments, less sensitive but more portable, 
can be read directly as a sensing element is held in the 
air stream. 

lon generators are usually located at the air outlets. 
If installed in ducts, many of the ions are lost to duct 
walls and diffuser vanes. Where high voltages are used, 
live parts must be kept inaccessible to people. Wiring 
between the rectifier and electrodes must be suitable 
for the voltage used. 

Where there are interior sources of positive ions, it 
may be necessary to locate the ion generator in the 
same vicinity. 

Several manufacturers produce ionizing equipment 
suitable for application at air outlets. Portable ion 
generators are available which will properly ionize the 
air in an average size room. For larger buildings they 
should be selected with total capacity to match the air 
supply. 

At least one manufacturer of room air-conditioners 
supplies ionizers as optional equipment. For their 
smaller models, kits are available at distributors. 
Larger units have ionizers built in at the factorv. 


BUSINESS ® AUGUST 1958 


HOW IONIZERS WORK | 
These schematic diagrams 
illustrate the hookup of 
three basic types of ionizers 
TO WIRES, 


PLATES 
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J. Norman Riley has been in the air-con- 
ditioning business since its ‘‘infancy". Riley 
worked from 1936-40 for Standard Air 
Conditioning, Inc., a division of American 
Radiator & Standard Sanitary Corp. 

Riley sold directly to the public in New 
York. After a promotion to sales supervisor, 
he became assistant branch manager in 
Philadelphia and later in Pittsburgh. 

As the industry grew, he worked for a dis- 
tributor-contractor in western Pennsylvania 
selling directly to the user. He managed its 
package division of the air-conditioning de- 
partment before World War Il. He became 
manager of that department after the war. 

The “adolescent” stage of the industry 
found Riley managing the air-conditioning 
department of another distributor. This one 
sold direct and to dealers. 

His present affiliation began in 1954 
when he was elected president of Standard 
Air & Lite Corp., a Pittsburgh, Pa., distribu- 
tor which sells only through dealers. 





says J Norman Riley 


THE AIR-CONDITIONING INDUSTRY must mature, It 
has gone through its period of infancy, experienced its 
growing pains, and is now in the stage of adolescence. 

Full-fledged maturity is its next step. This means 
that the distributor as well as the manufacturer must 
grow up. Together we must face up to our duty of 
sound merchandising. 

Look at the picture today! 

There are distributors selling direct; distributors 
selling both to dealers and to the consumer; and a 
few who are completely wholesale who sell to and 
work for their dealer organization. 

There are manufacturers who sell even packaged 
units direct; those who split up their air-conditioning 
line by appointing two or more distributors to handle 
their products in the same territory; those whose 
policies vary from territory to territory; and those 
who sell the same products direct and through dis- 
tributors in the same territory. 

There is one large manufacturer who has factory 
branches in several cities. In Pittsburgh, this same 
company has one distributor handling packaged units: 
another distributor acting as a contractor selling ap- 
plied systems; and a manufacturer-owned supply 
house selling room air-conditioning units. 

Another major firm there has one distributor selling 
packaged residential units; a second distributor mer- 
chandising commercial packaged units; and a factory- 
owned supply company selling room units. 

When the three major factors in the distribution 
pattern perform their classic duties as manufacturer, 
distributor, and dealer, our industry then can expect 
a degree of stability and profits for all. 

A distributor is responsible to the manufacturer he 
represents. The distributor also has an obligation to 
his dealer group. 

His responsibilities to the manufacturer are: 

1) Analyzing the marketing area to insure ade- 
quate market penetration. 

2) Recruiting, appointing, training, and helping 

dealers obtain good local market results. 
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3) Providing adequate warehousing facilities to 
hold local stock of major equipment. (This 
permits the manufacturer to operate on an 
economical production-line basis. Local de- 
mand thus can be met with quick delivery. 
The distributor should be willing to take part 
of his needs before the season, if the manu- 
facturer doesn’t require that the distributor 
tie up his capital. A financial plan supported 
by the factory can help.) 

4) Offering good credit programs to help dealers 
finance their sales without loss. (This would 
boost the market for the manufacturer’s prod- 
ucts, ) 

5) Providing adequate parts department. 

6) Maintaining showroom facilities to display 
products to consumers and dealers. 

7) Seeing that factory sales promotional plans 
work at local level. Tieing in own promotional 
plans to dealer sales. 

8) Developing aggressive advertising tied in with 
manufacturer’s national plans. Analyzing local 
market for effective coverage. 

9) Giving dealers engineering advice to help them 
in applying the manufacturer’s products. 

10) Offering service aid for the dealers to give sup- 

port to factory warranties. 

The distributor’s responsilibities to the manufac- 
turer are no greater than those to the dealer. In the 
classic distribution set-up neither the manufacturer 
nor the distributor eats until the dealer dines. 

The distributor has the following responsibilities to 
the dealer: 

1) Meet dealer’s immediate needs by keeping ade- 
quate stock and replacement parts. 

2) Provide adequate territorial coverage for the 

manufacturer, but not to the extent of over- 

loading the area with too many competitors 
for the dealer. 

3) Provide training in product, sales, engineering, 
and service. 

4) Back up the dealer with up-to-the-minute en- 

gineering reports from the factory. (But this 

does not mean taking over the application engi- 
neering function which is the dealer’s duty.) 

5) Help the dealer with unusual service problems, 
but again without assuming the entire responsi- 
bility. 

6) Provide co-op advertising programs. (This not 
only will make the products more saleable, but 
will also build the dealer’s reputation. It also 
will provide close identification with national 
advertising. ) 





7) Give sales promotion assistance. 

8) Provide clear cut franchised or mutual benefit 
agreements which will set forth the definite ob- 
ligations of the distributor to the dealer and 
vice versa. 

9) Refrain from compeiing with dealer at retail 
level either directly or through totally owned 
subsidiaries. 

10) Provide finance programs which will permit the 
dealer to sell to the user on a time-payment 
plan. Allow dealer to take advantage of reduced 
off-season and quantity prices. 

The manufacturer, of course, can help the industry 
to mature. The manufacturer, however, is not facing 
up to some of the responsibilities he should, 

If the distributor is to do his job, he must be 
allowed to handle the manufacturer’s products ex- 
clusively. A distributor incurring additional expenses 
such as engineering, service. installation training, and 
co-op advertising, can’t compete with one who does 
not have these expenses. The back-sliding distributor 
in the same area can enjoy the benefits of the progres 
sive distributor’s labors by taking some of the saving 
in overhead and quoting dealers lower prices. 

A distributor must have enough products to sell to 
support the organization demanded of him. How can 
a distributor handle the residential field alone while 
another distributor has commercial packaged units to 
sell, and perhaps a third is selling applied equipment, 
and a fourth, room air-conditioners? 

Many of the duties of the distributor can be per- 
formed to serve all four fields. The distribution fune- 
tion demands volume sales to keep costs down, This 
is impossible if the manufacturer splits his product 
lines among two or more outlets. Such a policy means 
that a distributor must resort to direct-to-consumet 
sales at a mark-up high enough to support his or- 
ganization with the limited volume available. 

The manufacturer should encourage the distributor 
to earn high enough mark-ups to function efficiently. 
Some companies in our industry, which also make 
major appliances and TV units, tend to push the 
distributor mark-up down to those levels. 

The appliance distributors are told that their market 
is “presold”. but I never hear anyone claim that the 
air-conditioning industry is presold. Air-conditioning 
marketing is in the same stage as the appliance busi- 
ness was in the late 1930°s. The mark-up in those days 
was much higher for the appliance distributors than it 
is today. Besides, the technical functions of air-con- 
ditioning require more expenses than the appliance 
business ever has demanded. 


Continued on page 62 





“If manufacturers, distributors and dealers would accept their responsibilities 


we would soon have a mature industry with sales stability and profits for all.” 
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Continuing a 12-part series: 


YOU'RE THE BOSS 


JANUARY FEBRUARY 


. 


Planning Ahead 
for Profits 


by GEORGE C. WEBSTER, president, George C. Webster and Associates, Inc., Management Consultants 


YOUR FIRST STEP in control of sales is to make a 
sensible forecast of sales. The art of forecasting was 
discussed earlier in this series in the article titled 
“Budgeting—or Planning Ahead for Profits” that was 
published in the March issue of REFRIGERATION & AiR- 
CONDITIONING BUSINESS. 

This forecast will aid you in establishing your sales 
objective. Then you must determine the number of 
salesmen you require, complete plans to fulfill your 
objective, obtain the information you need in order to 
know if you are reaching your objective, and decide 
what to do if you are not. 


Here’s how these steps work out. For example, 
Hometown Heating & Cooling Co. has a sales objective 
of $380,000 as indicated on the forecast shown in the 
March article. $80,000 of this amount is service. This 
leaves $300,000 in sales to be made by the sales force. 

Hometown’s management knows that good salesmen 
in their area make about $7000 per year. In order to 
attract the best men, they know they should set each 
salesman’s income objective somewhat higher than 
this. say at $8000, 

Out of their anticipated $300,000 sales volume they 
feel they can allow between 10 and 15% for advertis- 


MANAGEMENT CLINIC: Need help on 

some of your specific management problems? 
George W ebster offers BUSINESS readers the 
benefit of personal consultation by mail. 
Simply send your questions to him, 

c/o this magazine. He will answer you 
directly and without charge. 


Reprints of this article — and eventually 
the entire series will be available. Price 
of this one: 35¢. Send order and payment to 
Reprint Dept., RerriGeRaTION & AIR-CONDITIONING 
BUSINESS, 812 Huron Road, 
Cleveland 15, Ohio. 


Control of Sales 


ing and sales cost. The Hometown organization uses 
4% for advertising and 8% for sales cost, for a total 
of 12%. 

This ratio must necessarily remain a matter of in- 
dividual judgment. If the amount allowed for ad- 
vertising is very low, then sales costs should be pro- 
portionately higher, because the salesmen will have to 
get out and dig for business. If the advertising allow- 
ance is relatively high, sales costs should be lower, for 
the pre-selling done by the advertising will make the 
salesmen’s job easier. 

With Hometown’s management figuring 8% for sales 
costs, this means $24,000 (8% of $300,000) allotted 
for this purpose. Dividing this $24,000 by the $8000 
that they want each salesman to earn shows them that 
they need three salesmen to do the job. Each of these 
men will be expected to produce an annual volume of 
$100,000. 

No matter what sales quota you set, remember that 
it must be broken down by month, by week, and by 
type of product, so that both you and your salesmen 
know just what rate of performance is necessary et 
any period in the year. 

Make sure that each salesman accepts his ob- 
jective and is convinced that with the proper 
effort he can hit it. You should place some extra 
incentive on hitting these objectives, for it is at this 
point in your sales volume that the company will 
really start to make money. 


There is no simple answer to the question of 
how to pay salesmen in the heating and air-condition- 
ing field. There are almost as many methods in use as 
there are companies in the business. Here are several 
factors, however, that can be generally applied: 

@ Make sure that any plan you use is going to cost 
you your allowable percentage as sales cost (8% in 
the case of Hometown). 

® Remember that this is a seasonal business. Con- 
sider some sort of a salary or drawing account to 
carry your salesmen over the slack periods. 
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Organizing for 
Effective Contro 


Accounting as a Control 
Tool of Control 


of Saks 


Is Key to Volume 


@ Don’t forget, however, that a drawing account has 
one disadvantage. During slow periods the salesman 
in effect owes the company money, and this can have 
a demoralizing effect. 


@ Tie the salesman’s compensation into gross profit, 
for gross profit can vary a great deal depending upon 
the time of year and how the job is sold. 


@ Create some incentive for plus volume, for the 
company’s net profit will increase greatly as the sales- 
man’s volume rises. 

Considering all of these factors, a small salary plus 
commission, with a bonus based on volume and gross 
profit. seems to be the most practical plan of com- 
pensation for salesmen. 
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Do You Want To Hire Good Salesmen? 


There's no foolproof system for picking the right 


men, but here are some pointers that should improve 
your batting average in getting and keeping the kind 
of salesmen who will bring you the most business. 


1. Be sure your pay scale is competitive or a little better. 


Look out for the "free riders’. Salesmen that do not 


produce increase your overall sales cost. 


Hire men with a proven sales record. 


Make a list of 10 or 12 desirable qualities you have 
found to exist in good salesmen you have known. Then 


see how many of these your applicant possesses. 
. Get a report on his past employment. 


Give him some kind of aptitude test. 


Make sure your applicant is suited to handling your 


type of customer. 


Hire only men with ENTHUSIASM! 
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Financing 
four Operations | 


A plan developed recently by one large dealer meets 
this test and seems very sound. A salary of $60 per 
week ($3120 per year) is paid, plus 3% commission 
weekly on installed and paid for sales. In addition, a 
bonus of up to 2% of sales is paid if the desired dollar 
volume and gross profit is reached. 

If the salesman reaches his $100,000 volume, total 
sales cost under this plan is $8120 ($3120 salary, 
plus $3000 commission, plus $2000 bonus) or 8.12%. 
Now suppose his volume dropped as low as $62,400. 
In this case total sales cost would be $4992, or 8%. 
The higher ratio of salary to volume would be offset 
by the fact that no bonus would be paid. On this same 


Continued on next page 
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Does Your Sales Manager Measure Up ? 


Check your sales manager against this list 
of qualifications. Do this even if you are your own 
sales manager—and be as objective as possible. 
Remember, without capable direction even the 
best salesmen won't produce maximum results. 


1. Is his training and background sufficient, and 
his technical know-how adequate? 


Is he aggressive? 

Does he inspire confidence in the salesmen? 
Does he make calls with the salesmen? 

Is he honest and dependable? 

Does he work the sales plan as laid down? 


Does he seek additional business not covered 
by the plan? 


Is he putting in enough time on the job? 
Is he ENTHUSIASTIC? 


DECEMBER 


Simplified 


Budgeting for 
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CONTROL OF SALES 


Back up your sales objective 
by a solid sales plan designed to 
make sure you reach this objective. 

First, be sure you know how to 
attract prospects. If you are going 
to use advertising, have a general 
plan and a specific dollar budget 
including co-op advertising from 
your suppliers). If you are using 
door-to-door canvassing, be sure 
to work out a pitch that will get 
the salesman in the house and help 
him make the sale. If you are go- 
ing to use phone canvassing, de- 
velop a pitch that will produce 
qualified leads. 
advertising from your suppliers). 
If you are using door-to-door can- 
vassing, be sure to work out a 
pitch that will get the salesman 
in the house and help him make 
the sale. If you are going to use 
phone canvassing, develop a pitch 
that will produce qualified leads. 
basis, sales cost for a salesman 
with a $99,000 volume would drop 
to 6.15%. 

Second, train your men con- 
stantly in knowledge of the product 
and in sales techniques. Teach 
them how to close sales. 

Third, hold regular sales meet- 
ings, prepared in advance, which 
are stimulating and achieve a def- 
inite result. 

Fourth, offer the salesman an 
incentive for reaching the desired 
sales and gross profit objective. 


Be sure he knows what his ob- 
jective is. 

Fifth, be sure you have the 
answers that will overcome the pat 
objection of “the price is too 
high”. 

Working the plan is just as 
important as formulating it. You 
must receive sufficient information 
on what is happening to allow you 
to take corrective action. 

Each salesman should be re- 
quired to turn in a daily activity 
report, as well as a work plan for 
the following day. These should 
be kept simple, so that you can 
review them in a minimum amount 
of time each day. 

You should keep a prospect log 
book for the company and for 
each salesman. You should have a 
weekly sales volume report on the 
company and on each salesman, 
with a comparison to quota. A 
sales-to-date figure should be in- 
cluded, also with a comparison to 
quota. 

You should keep a closing ratio 
report for the company and for 
each man, both by week and by 
year to date. This closing ratio 
is determined by dividing the num- 
ber of sales closed by the number 
of leads received. 

You should receive a monthly 
report showing volume, gross prof- 
it percentage, and percentage sales 
cost (salesman’s total income di- 
vided by sales), as compared with 
the objective for the company and 
for each salesman. This report 
should show both figures for the 


month and for the year to date. 
If you are not meeting your 

objective, see if you can answer 

“ves” to all of these questions: 

@ Is the industry as a whole do- 

ing as well as you expected? 

@ Is your advertising working as 

planned? 

@ Is everyone working as hard 

as he should? 

@ Is the work of each salesman 

planned? 

@ Are all of your salesmen the 

right ones for the job? 


@ Are your salesmen out solicit- 
ing business? 

@ Are your salesmen properly 
trained in the products they are 
selling? 

@ Do they know how to “sell up”. 


@ Do they know how to overcome 
the price objection? 

@ Do they have a real incentive 
to sell? 

@ Do they know how to close? 
@ Are they ENTHUSIASTIC? 

Any of these questions to which 
you honestly have to give a “no” 
answer will point up the probable 
reasons for your failure to meet 
your sales objective. 

Above all, BE ENTHUSIAS. 
TIC! Remember, you don’t pay 
your bills with alibis about how 
bad business is all over. Make it 
a point to personally start out 
each day with enthusiasm and 
drive, and let this rub off on your 
salesmen. You'll find it pays off 
in profits. 


Don't Miss Any of this "Textbook" on Business Management 


Reprints of earlier articles in this |2-part series 
are still available. Many individuals and com- 
panies are placing orders for the entire series now 
to ensure having the complete text at year's end. 
On all such orders, billing will be withheld until 
the series is completed. Subject of each month's 
article is shown at the top of the preceeding 


pages of this article. 


These reprints are priced as follows: | to 5 
copies, 35¢ each; 6 to |5 copies, 25¢ each; 16 to 
50 copies, 20¢ each; 51 copies and over, I5¢ 
each. To determine cost of complete series, mul- 
tiply proper quantity price by 12, and then by 
number of copies desired. For example, 10 copies 
of the complete series would be $30, payable 


upon final delivery. 
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Air-conditioning in a Goldfish Bowl 


THE GLASS WALL GIVES VIEWERS A GOOD LOOK at the awe-inspiring electronic brain that keeps them comfortable even 


as they stand and watch. The control center is located on the concourse level of the new Queen Elizabeth Hotel in Montreal. 


AIR-CONDITIONING WITH A VIEW is offered the guests 
of Queen Elizabeth Hotel, Montreal. A complicated 
electronic brain, known as a Supervisory DataCenter, 
is situated behind glass in the hotel’s concourse level. 
This engineers-eye view of the control center gives 
guests some idea of the efforts on the part of the hotel 
to insure their comfort. 

Designed and produced by Minneapolis-Honeywell 
Regulator Co., the primary job of the control system 
is to supervise operation of the 21-story hotel’s air- 
conditioning system. 

When the system was designed it was mutually 
agreed that it was too good to hide. Its present lo- 
cation permits guests of the hotel to watch the auto- 
matic typewriter record temperatures, or scan the 20- 
foot long colorgraphic panel which shows a complete 
schematic layout of the fan system including dampers, 
heating and cooling coils, and fan motors. The flow 
lines of the schematic are in different colors so ob- 
servers can appreciate the complexity of the system. 

Had the system been located in an area where guests 
could not see it, much of its effectiveness would have 
been lost. While it would operate just as efficiently, 
the guests would not be able to realize the time and 
money spent in keeping the temperature of the hotel 
at a perfect indoor climate. 

By leaving it open to inspection the system has be- 
come a good public relations tool, through which the 
management conveys the idea that the com!.;t of the 
guests is their only concern. 

After having seen the center, guests are inclined to 
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appreciate the heating-cooling thermostat in their 
rooms. Each guest room is equipped with an air- 
conditioning unit located under the window. The unit 
receives high velocity conditioned air from a central 
fan system. It mixes this air with room air, passing 
the mixture over a heating-cooling coil which is fed 
with either hot or chilled water depending upon the 
season of the year. 

The center was designed to perform four main 
functions: continual checking and logging of key 
temperatures and other data; adjustment of controls; 
starting and stopping of heating and cooling equip- 
ment; investigation and handling of complaints. 

The system records temperature automatically, or 
on demand on the electric typewriter. It records on 
the automatic typewriter a total of 97 main tempera- 
tures and eight flows and provides separate totalizers 
for each flow. An audio and visual alarm functions as 
temperatures go above or below pre-determined limits. 

One engineer at the center can see the entire air- 
conditioning system in front of him. Any key tempera- 
ture can be checked, and adjustments can be made 
easily and quickly. He can start and stop the 82 fans 
throughout the building and can compensate for heavy 
cooling loads in the meeting rooms even before the 
rooms are occupied. 

He can also pinpoint the causes of mechanical and 
electrical troubles. He is helped by the scanner which 
checks all key temperatures every 15 minutes to make 
certain the operator is controlling temperature exactly 
as possible. 





Here’s help on what to do and 


whom to see in selling to the 
Department of the Army 


IF YOU WANT TO SELL your air-conditioning or re- 
frigeration products and services to the U. S. Army, 
don’t go to headquarters. The top brass won't be 
able to help you a bit. 

All Army construction activities, including refrig- 
eration and air-conditioning installations, are handled 
by the Corps of Engineers, and are decentralized to 
its division and district offices. No information on 
such jobs is maintained at the Office of the Chief of 
Engineers. 

If it’s business you want, it’s the field offices you 
should contact. Once a job has been given the official 
go-ahead, the field office involved handles it from that 
point on. You will find a list of division engineers at 
the end of this article. District engineering offices are 
too numerous to list, but you can find out where they 


are from the office of the appropriate division engineer. 


In fact, a complete list of field offices, and the terri- 
tory covered by each, is incorporated in a pamphlet 
titled “Information for Architect-Engineers and Con- 
struction Contractors”. This pamphlet has been pre- 
pared by the Office of the Chief of Engineers. You 
can get a copy at any division office. It explains briefly 
the contracting policies and procedures of the Corps 
of Engineers. 


Generally speaking, mechanical equipment such as 
refrigeration or air-conditioning is furnished and in- 
stalled by subcontractors under a prime contractor who 
is held responsible for the overall project. Therefore, 
bids or quotations should be submitted to the general 
contractor in the form required by him. 

Payment for work performed is made to the prime 
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If you want government business 
you should make this “must” reading 


contractor in the form of monthly progress payments. 
Ten per cent of the amount earned is retained until 
the project is 50% completed. After this time the re- 
maining earnings may be paid in full, providing prog- 
ress is satisfactory. The retained amount is paid upon 
completion and final acceptance of the work. 

Under ordinary circumstances it is the policy of 
the Corps of Engineers to perform all military con- 
struction by fixed-price contracts awarded after com- 
petitive bidding. 

Projects for which the Corps of Engineers has de- 
sign responsibility are assigned to the appropriate 
district engineer for handling. If the project requires 
technical facilities and specialized skills not available 
in the district organization, outside engineering fa- 
cilities are employed. 

Because of the technical nature of the work, con- 
tracts with architect-engineers are negotiated contracts. 
Selection of firms or individuals to handle the job is 
made on the basis of experience in that particular 
type of project and ability to organize a large enough 
staff to do the work. 

In the field of repair or minor construction, a con- 
tinuing but limited program is anticipated for several 
years. Part of this work will be under the jurisdiction 
of the commanding generals of the six numbered 
armies in the continental U.S. and part under the 
jurisdiction of the Chief of Engineers. 

If you’re interested in performing work for the 
Corps of Engineers, you should provide information 
on your organization, background, and experience to 
the district engineer in each area in which you would 
like to be considered. You should furnish the same 
information to the division engineer concerned, and 
to the Office of the Chief of Engineers, Washington 25, 
D. C. You would be wise to submit amended informa- 
tion from time to time as changing conditions warrant. 

You can get forms for this purpose from the office 
of the district or division engineer. Be sure to provide 
these key facts: a brief background of your organiza- 
tion and key personnel; financial data, including a 
balance sheet and information on your borrowing 
capacity; a list of major projects performed in the 
past 10 years, including owner, type, and cost. 

If you have a brochure describing your organiza- 
tion and its operations, send it along too. In fact. if 
the brochure is complete enough you don’t have to 
bother about filling out the forms. If you don’t al- 
ready have a brochure, however, don’t go to the ex- 
pense of preparing one just for this purpose. The 
regular forms will receive just as much consideration. 


Continued on page 57 
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ONE OF THE VERY BEST ways of keeping informed on 
pending Federal air conditioning or refrigeration jobs 
is to regularly read the Synopsis of U.S. Government 
Proposed Procurement, Sales and Contract Awards. In 
plain language, this publication is a listing of jobs of 
all types on which the Army, Navy, Air Force, and Gen- 
eral Services Administration are seeking bids prior to 
awarding contracts. 

This list is compiled daily. Department of Defense 
procurements listed include only those estimated to ex- 
ceed $10,000 in value. General Services Administra- 
tion listings, however, include all procurements of $1000 
or more. 

If you’re interested in Government business, you 
should refer regularly to this publication. That’s the 
advice offered by the administrator of GSA, as well as 
by the responsible officer of each of the three service 
branches responding to our inquiry. 

The Synopsis is issued daily, Monday through Friday 
(except Federal legal holidays), by the Office of Field 
Services, U.S. Department of Commerce. Annual sub- 
scription rate is $7, payable in advance. Checks should 
be made out to Treasurer of the United States and 
should be sent with order to U.S. Dept. of Commerce, 
Administrative Service Office, Room 1300, 433 W. Van 
Buren St., Chicago 7, Ill. Subscriptions also may be 
entered at any of the Department’s field offices. 


More information about 
GETTING GOVERNMENT CONTRACTS 


How to sell to the GENERAL SERVICES AD- 
MINISTRATION was outlined in February. 

How to sell to the DEPARTMENT OF THE AIR 
FORCE was described in April. 

How to sell to the DEPARTMENT OF THE NAVY 
was explained in June. 





As the new postal rates go into effect 


Uncle Sam Ups Your Direct Mail Costs 


Don’t EXPECT your advertising 
budget to balance at the end of the 
year unless you allow more money 
for direct mail. This is due to the 
increase in postal rates which goes 
into effect August 1. Some rates go 
up in stages: You won't feel the 
final, full impact until 1960. Re- 
gardless of how much postage you 
use, you're going to pay up to half 
again as much starting August 1. 

If you cut back on your mail- 
ings to make up this cost you may 
jeopardize your position and lose 
business. There are several ways 
you can cut costs without hurting 
your promotional efforts. 

The place to start is with your 
mailing lists. Check them over 
carefully and eliminate those 
names which are no longer pros- 
pects or customers. By doing this 
you will have the satisfaction of 
knowing that every penny spent is 
directed toward a person or com- 
pany which can buy refrigeration 
or air-conditioning products from 
you. Once the list has been tight- 
ened up you will know that any 
additional money which may be 
necessary is money well spent. 

Take a good look at the pro- 
motional material you are mailing. 
You can’t afford to cut back on 
any material that is doing a real 
selling job for you. But you may 
be able to eliminate material which 
has not been too effective. By look- 
ing at your mailings with a critical 


eye you may be able to strengthen 
your program as well as save 
money. 

If you use an outside mailing 
service ask them what the postal 
increase will mean to you. They 
can explain exactly how much 
money it will cost to continue your 
present program. And they may be 
able to help you determine how 
you can save part of this money. 


Your office operation will also 
be affected by the postal increase. 
When the first rate hikes go into 
effect in August, the chart on your 
postal scale and your present 
postal rate books become obsolete 
overnight. You'll have less than 
30 days to make sure rate data is 
up-to-date. 

As postal expenses increase, the 
importance of a good mail room 


COST OF MAILING 1000 PIECES OF MAIL 
A MONTH FOR ONE YEAR 


ee 
ee 


business reply cards 


mail enclosed in business 


reply envelopes ({ounce) 


Tso [so [0 
Poe [ or] 


THIRD CLASS MAIL 


third class circulars 
under 2 ounces 


each additional ounce 


of »] = 


* 2¢ each portion * 3Zeach portion +pius 2¢ per piece, collected when delivered 
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operation increases. Here are some 
ways to keep mailing costs down: 

Train employees to use only the 
exact amount of postage needed. 
A package shouldn’t take “about” 
34 cents postage; it’s either ex- 
actly that or something else. 

Pick the type of mail service 
that gets your mail to its destina- 
tion as cheaply and quickly as 
needed. It’s a little silly to airmail 
a letter to a city 40 miles away. 

Make sure your postal scales are 
accurate. Equipment that is only a 
hair off can mean the difference 
between an extra ounce of postage 
on letters and packages. If you 
haven’t had your scales checked 
recently, it should be done to make 
sure dirt, grease, and just plain 
wear and tear haven’t thrown them 
out of balance. 

Even if worn or off-balance 
scales affect only five percent of 
the letters sent. the extra ounce or 
so added means you may be losing 
$50 on every $1000 you spend for 
postage. 

Here’s the run-down on how the 
rates change: 

First-class letters go from 3 to 
4¢ an ounce. Airmail from 6 to 
7¢ an ounce. Postcards jump from 
2 to 3¢ each, and business reply 
cards from 4 to 5¢ each. Third- 
class mail jumps from 2 to 3¢ for 
the first two ounces, and from | 
to 14¢ for each additional ounce. 
Third-class bulk mailings increase 
from 14 to 16¢ per pound. The 
minimum price per piece of bulk 
mail goes from 1.5 to 2¢, January 
1, with an additional increase to 
24o¢, July 1, 1960. 

Any mailing piece which is 
more than 9” wide or 12” long; 
less than 234” wide or 4” long; 
or round, cylindrical, or irregular- 
shaped is considered an odd size 
piece. Minimum postage on this 
type of mail increases from 3 to 6¢. 

One new third-class benefit: 
maximum weight of your mailing 
piece has been boosted to 15 
ounces, 

The only fourth class increase 
is a special rate for books and 
l6mm films. It changes from 8 to 
9¢ for the first pound, 4 to 5¢ for 
each additional pound. Parcel post 
rates and special service charges, 
including special delivery, remain 
unchanged. 
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HERE'S INTERIOR VIEW of Acme machine room (top) with air-cooled con- 
denser at the right. Outside air inlet louvers are directly ahead. Return air inlet 
from the market can be seen in the back at right. (Below) Air is directed to store 
through duct opening. Return air is taken through machine room and recirculates. 


HEAT WITHOUT HEATERS 


TRY LOCATING AIR-COOLED CONDENSERS inside rather than out on 
supermarket installations. You'll find that this interesting applica- 
tion technique offers plus benefits for the customer and plus business 
for you. 

A typical example is the refrigeration installation designed for 
the Acme supermarket in Akron, Ohio. This store is one unit in a 
chain owned by Fred W. Albrecht Grocery Co. 

In this store the air-cooled condensers were installed right in the 
machine room. They are used to ventilate this room in summer and 
heat it in winter. Being indoors makes servicing easy at any time. 
Winter controls aren’t needed. Also eliminated is the need for ad- 
ditional refrigerant charge and oversize receivers. 

Another virtue of this type of installation is its versatility, Air 
inlet louvers are located in one of the building’s sidewalls. Discharge 
louvers are treated similarly in the rear wall of the store. Changeover 
from winter to summer operation is accomplished simply by moving 
one control lever. 

In another Acme store at nearby Ravenna, the back room is about 
125’ long, 23’ wide, and 15’ high. It was given this same treatment, 
and even when last winter’s temperatures dropped as low as —14 F 
the room stayed warm enough with just the heat from the air-cooled 
condensers. 

The success of this installation led to still another one in the Acme 
chain’s new store in Norton Center, Ohio. 

Charles and Ray Schlegel, a father and son team, handled all of 
these jobs. They head up the Akron division of Hattenbach Co., 
Cleveland distributor. 





RANCO © °LOo CONTROL 


—easy way to accurate ice bank regulation 


Special power element bulb . . . single- 
temperature liquid fill maintain estab- 
lished ice thickness 


Accurate ice bank control on milk coolers 
and other refrigerating equipment is a 
simple matter when you use Ranco’s prac- 
tical 018-100 control. 

The Ranco 018 features a specially-con- 
structed power element with a single tem- 
perature, phase change type liquid fill 
that responds rapidly to the freezing and 
thawing action of water at 32° F. 

Contacts open when ice extends 1%” 
beyond the bulb. As temperature rises and 
bulb becomes partially free of ice, con- 
tacts close automatically. 

The special power element employed on 
the Ranco 018-100 eliminates the neces- 
sity of altitude or barometric corrections. 
To install, bulb is simply positioned at 
the edge of the ice bank area, 3 to 4 inches 
below water surface. 

Ask your Ranco Wholesaler today for 
more details on the Ranco 018-100... 
the most efficient ice bank control in the 
industry. 


WORLD'S LARGEST MANUFACTURER OF REFRIGERATION CONTROLS 
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PROFITABLE SERVICE AND 
INSTALLATION PRACTICES 


Noisy Air-conditioners Don't Make Friends 


A NOISY AIR-CONDITIONER isn’t 
apt to win any friends for the 
dealer who sold and installed it. 
Recognizing this fact, the Janitrol 
organization has offered some 
pointers to its dealers on how to 
lick a few of the more common 
noise problems encountered with 
cooling systems. 

Knowing how to handle noise 
problems quickly and efficiently 
may mean the difference between 


a satisfied customer who will help 
to sell more cooling for you, and 
a dissatisfied customer who will 
constantly complain to friends and 
neighbors about your poor installa- 
tion. 

Most people simply do not real- 
ize why a good cooling installation 
will have a considerably higher 
operating noise level than the heat- 
ing system. They must be told. 

In part, of course, this is due to 
the higher air volumes needed in 
cooling. Consider, for instance, an 
installation in which a 3-ton add- 
on evaporator package (34,900 
Btu/hr) is applied to an installed 
90,000 Btu input furnace. The 
cooling air cfm needed is approxi- 
mately 40% greater than in heat- 
ing. This makes it necessary to 


drive the 10” furnace blower at 
speeds around 1050 rpm in con- 
trast to approximately 690 rpm for 
heating. This difference obviously 
results in a higher equipment op- 
erating noise level. 


The increase in blower speed 
makes it imperative that flexible 
duct connectors be used on supply 
and return connections. Also, the 
blower wheel must be in as near 
perfect balance as possible; there 
must be no blower wheel end 
play; motor and blower pulleys 
must be properly aligned. 

Blower wheels on older jobs 
often are out of balance due to an 
accumulation of dirt, grease and 
other foreign material on the wheel 
surfaces. The answer to this prob- 
lem is a good steam cleaning job. 

A partial check on wheel bal- 
ance would be to mount wheel on 
shaft upon some sharp edged sur- 
faces. If the wheel constantly hunts 
a heavy position, it is out of bal- 
ance and will cause noise due to 
vibration at running speeds. 

Higher air volumes also may 
result in greatly increased air ve- 
locity noises in ducts initially sized 
for heating. This is particularly 
true on the so-called small pipe 
systems utilizing 3, 4 and 5” pipe. 
Cooling can be added to these jobs, 
but some velocity noises must be 
expected. 

Where air noise levels on these 
systems (or any other, for that 
matter) prove to be objectionable, 
there is little that can be done 
except to replace these supply duct 
systems or increase the number of 
runs to handle the needed cooling 
cfm without objectionable velocity 
noises in the ducts. 

Beware of central returns on 
cooling applications. This condi- 


tion should be closely checked. It 
may be that the return grille and 
duct selected was on the marginal 
size for heating, as is often the 
case in speculative project homes. 
These grilles may whistle or cause 
objectionable air noises when re- 
quired to handle more air. 

The answer to this problem is to 
enlarge the grille or to install ad- 
ditional grilles and return ducts. 

Mechanical noises are often a 
problem on systems installed with 
counterflow furnaces in utility 
rooms or closets, or with large, 
short central return systems. The 
very short return duct connections 
generally encountered on such in- 
stallations often transmit and am- 
plify mechanical noises caused by 
the blower. 


The answer here is internal duct 
insulation and sound baffling. 

When using internal duct insu- 
lation be sure to allow extra duct 
area for the added pressure drop 
in system caused by insulation. 

To get good mixing of the cool 
conditioned air with room air it 
is necessary to have discharge 
register velocities in the order of 
600 to 700 fpm. Some registers, 


Continued on page 65 
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SEAL 


the cracks 


STOP 


the drip 


END 


condensation 


Do it the easy economical way with 
“VIRGINIA” PRESSTITE INSULATION PRODUCTS 


VascoCel Tubing & Pipe Insulation—Stops dripping pipes, 
gives thermal insulation up to 220° F. Is resistant to fire, acids, 
oil and fungi. Soft, flexible and durable. Slips on easily over 
tube or pipe. Can be slit lengthwise to fit on pipe which has 
already been connected. 


nee 


Presstite Insulation Tape—Stops cold pipe dripping, in- 
sulates up to 165° F. Tape roll can be carried about conven- 
iently, applied in a jiffy. Sticks to any dry metal surface, never 
becomes hard or brittle. Just the thing for quick, on-the-spot 
insulation. 


Permagum Slugs & Cords— Use slugs for tightly sealing all 
openings—seams, copper tube, BX and conduit entries— 
against moisture. Protects insulation. Nonshrinking, wiilnot 
age harden. Cords are ideally shaped for use around display 
cases, freezers, coolers, etc. 


oe 


magn be 


“Virginia” Presstite Insulation Products—One segment of 
a complete, dependable line of products for the refrigeration 
industry. Ask your nearest “Virginia” wholesaler about them 
—or write Refrigeration Division, VIRGINIA SMELTING 
ComPANy, 201 Jefferson St., West Norfolk, Va. 


ESOTOO « V-METH-L « CAN-O-GAS « VASCOCEL « PERMAGUM « PRESSTITE TAPE « SUNISO REFRIGERATION OILS 
WATER TREATMENT CHEMICALS « SALES AGENT AND REPACKER FOR DUPONT’S “FREON” REFRIGERANTS 


Available in Canada and many other countries 
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APPLICATIONS 


by Hugo C. Smith 


Packages Pave the Way for Profits 


THANKS TO THE DEVELOPMENT 
of hermetic condensing units in 
larger sizes, packaged systems for 
commercial refrigeration applica- 
tions now provide a profitable 
business opportunity for the re- 
frigeration contractor. 

In cold storage applications, for 
instance, such packaged systems 
make it possible to install a better 
job at a lower price. This keeps the 
customer happy and at the same 
time paves the way for more sales 
by the contractor. 

One of the key factors in her- 
metic compressor development has 
been the constantly shrinking ratio 
of weight to capacity. As these 
large capacity units became pro- 
gressively smaller in size and less 
expensive to produce, the industry 
reached a point at which it was 
less expensive to produce a self- 
contained high capacity refrig- 
eration system and place it directly 
in the refrigerated area of a cus- 


6-Ton Hermetic Condensing Unit With Matching 
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FRONT VIEW 


tomer’s cold storage facilities than 
it was to assemble the components 
of a remote system on the job. 
There is little doubt that the 
advent of the self-contained unit is 
largely responsible for the present 
volume enjoyed by the air-con- 
ditioning industry. While admit- 
tedly commercial refrigeration 
volume can never approach that of 
air-conditioning, the development 
and application of self-contained 
units in this field can go a long 
way toward building and main- 
taining a higher level of sales. 
Just what do we mean by a 
“packaged” commercial refrigera- 
tion system? We mean a hermetic 
condensing unit of proper capacity, 
matching coil, air blower, and con- 
trols, all wrapped into a self-con- 
tained package that can be in- 
stalled in the refrigerated area. 
Units such as this can be built 
up in 2, 3, 5, and even 7) and 10- 
ton sizes, The contractor only 


oil &Fan 


STORAGE 
SHELVES 


SIDE VIEW 


needs to deliver these units to the 
job, and then connect lines for 
water, drain and power. 

Cost of assembling such units 
from standard components should 
not exceed $450 per ton of refrig- 
eration capacity. Present costs of 
remote installations in the field are 
running from $750 to $1000 per 
ton for equipment using Refrig- 
erant-12, 

The savings made possible by 
the packaged approach are dra- 
matic. These lower costs, coupled 
with ease of installation, are bound 
to be reflected in increased volume. 
Many businesses which up to now 
have been renting refrigerated 
space should become prime pros- 
pects for the contractor selling 
packaged systems. 

Basic customer objection to a 
self-contained system has been 
that the equipment occupied valu- 
able refrige: ated space. This ob- 
jection can be readily sidestepped 
by mounting the packaged unit 
atop an angle-iron storage rack. 

The accompanying illustration 
shows how any applications engi- 
neer can readily assemble a pack- 
aged commercial refrigeration sys- 
tem and mount it on a storage rack 
of the required dimensions. This 
rack may be made from galvanized 
material, or hot dipped after fabri- 
cation. It may be of welded or 
bolted construction. 

If desired, it may be painted. 
The type of finish would depend 
upon the type of product usage 
to which it would be put. The pack- 
aged system illustrated was pro- 
duced for a meat cutiing room. It 
was welded together and then hot 
dip galvanized. 

We recently installed four units 
of this type on a 24-ton meat proc- 
essing job. No usable space was 
lost, as all shelf area provided 


PREFABR'CATED PACKAGED UNITS like this, installed directly in the refrigerated 


space, open the door to a new range of prospects for commercia! refrigeration contractors. Continued on page 66 
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(For news of Useful Literature turn to page 58) 


Commercial Conditioner 

Product: Line of air-cooled, com- 
mercial, air-conditioners. 

Manufacturer: American- 
Standard, American Blower Div.. 
Detroit, Mich. 

Features: Each base unit is rated 
not only with condensers of match- 
ing size, but with oversize condensers 
as well, according to manufacturer. 
Expansion from six to 12 in the num- 
ber of capacities available. 12 ca- 
pacities can be obtained by using 


just six base units with selected 
quantities from three available con- 
denser sizes. Cabinet's water-shed de- 
sign minimizes potential corrosive 
effect of exposure to rain water. 
Motor and fan shafts are both coated 
with plastic. Single screw releases 
either service door. Adjustable motor 
sheave simplifies applications with 
increased static pressure due to duct 
work, Bend in pipe marked with * 
(see above illustration) is refrigerant 
trap in discharge line. 
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All-Purpose Driers 

Product: Small molecular sieve 
drier (Series KMP). 

Manufacturer: Kenmore Ma- 
chine Products, Lyons, N.Y. 

Features: Designed to eliminate 
the worst moisture conditions en- 
countered in general field service 
work. Has capacity to handle units up 
to 44 hp. Spun 34” O.D. copper shell 
4°,” long with 44” copper end tubes 
silver brazed in place. Inlet is made 
to fit either 4” O.D. or 3/16” 1.D. 
with outlet spun down to accommo- 
date capillary. Tubes can be snapped 
off, cut, swedged, flared or bent quick- 


ly and easily to take care of all field 
applications from capillary sweat 
connections to 44” flare. Desiccant is 
molecular sieves. Large capacity fine 
mesh wire cloth filters are at both 
ends of cylinder. 
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Air-conditioners 

Product: Self-contained horizon- 
tal air-cooled air-conditioners. 

Manufacturer: Typhoon Air 
Conditioning Co., Div. of Hupp Corp., 
Brooklyn, N.Y. 

Features: Available in 2, 3, and 
5 ton models for commercial or resi- 
dental applications. Air volume con- 
trol set at installation provides the 
right amount of cooled, dehumidified 
and filtered air for each application. 
Residential installations may be made 
through attic or basement wall, in 


crawl space or any convenient loca- 
tion. Commercial installations may 
be made through wall or roof or sus- 
pended from ceiling. Several units 
may be used to provide zone control 
in larger structures. 3 and 5 ton 
models have two-stage controls pro- 
viding half capacity in mild weather. 
2 and 3 ton units measure 24” high, 
29” wide, 49” deep. 5 ton model is 30” 
high 36” wide, 65” deep. Car. be in- 
stalled with or without ductwork. 
Plenum accessory available for air 
delivery without ductwork. 
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Unit Coolers 

Product: “Space Miser” line of 
unit coolers. 

Manufacturer: McQuay, Inc., 
Minneapolis, Minn. 

Features: Designed for normal 
or low temperature reach-in refrig- 
erators, coolers, and frozen food cabi- 
nets. Coils and tubes arranged to 
create maximum air turbulence for 
efficient heat transfer. Constructed of 
heavy gauge aluminum. Life lubri- 
cated motors have built-in thermal 
overload protection. Lightweight 
simplifies installation. Normal tem- 


perature available in four models 
from 1000 to 2300 Btu/hr at 10- 
degree t.d., designed to balance with 
nominal 1/5, 4, 1/, and 44-hp con- 
densing units. Low temperature 
available in three models from 1400 
to 2800 Btu/hr at 10-degree t.d., de- 
signed to balance with nominal 4, 
%, and 34-hp low temperature con- 
densing units. Automatically de- 
frosts when combined with electric 
timer and four way valve. 
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Utility Cooler 

Product: Refrigerated utility 
cabinet (Model UC-85). 

Manufacturer: Nor Lake, Inc., 
Hudson, Wis. 

Features: Designed for storage 
of such items as egg crates, cased 


3 


| 


a 


beverages, produce, and other pack- 
aged goods. Built and shipped in sec- 
tions. Patented locking devices fa- 
cilitate installation by users. 1/3-hp 
plug-in panel refrigeration unit is 
ceiling mounted at rear of cabinet. 
Height of cabinet is 6’, plus 154” 
refrigeration panel on top. Cocier size 
is 62144” x 48”. Hardwood fiooring, 
cadmium-finished hardware, and in- 
side releasing handle. 
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Voltohmmeter 

Product: Vacuum-tube-voltohm- 
meter (Model 311). 

Manufacturer: Simpson Elec- 
tric Co., Chicago, Ill. 

Features: Input impedance of 
22.0 megohms. Supplied with the 
unit is the dc/ac ohms probe. New 
tip permits hanging the probe on a 
lead wire for continuous readings, 
provides positive pressure contacts 
for point-to-point measurements 
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the complete quality 
ei A R K F 7 line of refrigeration 

and air conditioning 

equipment 


ZEPHYRCON AIR COOLED 
CONDENSERS 


WATER SAVER 
COOLING TOWERS 


AIR CONDITIONING UNITS 


AIR NDITIONING 
DIRECT EXPANSION = 


WATER COOLERS 


RESIDENTIAL 
AIR CONDITIONING 
COMPONENTS 


see your wholesaler for full details 


LARKIN CONLS.... 


519 Memorial Drive, S.E. ¢e Murray 8-3171 
P.O. Box 1699, ATLANTA 1, GEORGIA 
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and peak-to-peak readings of com- 
plex ac voltages, as well as sine 
waves. Also gives close measurement 
of low values encountered in tran- 
sistorized circuitry. Accessory probes 
available for handling ac voltages 
up to 150 volts, rms or 400 volts 
peak-to-peak up to 100 megacycles. 
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Rust Preventive 

Product: “Anderol L-536” rust 
preventive. 

Manufacturer: Lehigh Chemi- 
cal Co., Chestertown, Md. 

Features: Non-flammable, non- 
toxic, packaged in 16-0z. aerosol con- 


tainer. Provides protection from rust 
for all types of metal. Spray applica- 
tion provides continuous light film 
protection. 
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Motorized Valve 

Product: %4 and 1” motorized 
valves for use as zone control valves 
for hot water heating systems. 

Manufacturer: Edwards Engi- 
neering Corp., Pompton Plains, N. J. 

Features: Uses motor drive said 
to be 75 times more powerful than 
clock motor. No electrical current is 
drawn to hold valves after they are 
opened or closed upon signal from 


controlling thermostat which also 
turns on burner and pump on heat- 
ing unit. Insures positive shut-off so 
that no thermal leakage occurs when 
valve is closed, according to manu- 
facturer. 
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Duct Sealer 

Product: “Tuff-Bond #12” air 
duct sealer. 

Manufacturer: Goodloe E. 
Moore, Inc., Danville, Il. 

Features: Good adhesion to gal- 
vanized iron, dries overnight under 


® Don’t lose the sale of an air 
conditioning unit because the 
premises lacks a 230 volts source 
of supply for one of adequate size. 
With an Acme Electric STEP-UP 
transformer, any 115 volt alter- 
nating current source of supply 
can be increased to provide 230 
volt service. Simply connect the 
STEP-UP transformer to the most convenient 115 volt supply 


source and connect the air conditioning unit to the STEP-UP 
transformer. 


normal conditions. Thermal limits 
are —30 F to 200 F. High resistance 
to gasoline, oil, water and alipathic 
hydrocarbons. Tan in color, has an 
average container stability of six 
months. 
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Type T-10270 STEP-UP transformer, rated at 2000 watts 
unity pf, will adequately handle load requirements of 1 and 
12 HP air conditioners. Primary voltage 115. Secondary 
voltage adjustable 200, 220, 240 volts. 


Registers And Grilles 
Products: Line of air-condition- 
ing registers and grilles. 
Manufacturer: Universal Dif- 
fuser Corp., Tuckahoe, N.Y. 
Features: Grille faces are made 
of 18 gauge steel with rolled formed 


ACME ELECTRIC CORPORATION 
828 WATER STREET CUBA, NEW YORK 


Aemeaaiti= Floetric 
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AIRCOUSTAT silences all noise of all 
frequencies traveling through ductwork 


Eliminate disturbance, distraction and irritation ance of particular applications. If AIRCOUSTAT 


caused by noises escaping from one area to an- fits geometrically, it fits acoustically. 


other through ductwork. AIRCOUSTAT saves you space. Its greater effec- 


Install ArrcousTaT Sound Traps. Arrcoustat tiveness permits smaller-sized ducting. It 
eliminates guesswork, wasted space and unneces- ¢liminates bulky mufflers. 

sary expense of duct lining. You can guarantee For more details, write to KOPPERS COoM- 
your client trouble-free performance. You can PANY, INC., Industrial Sound Control Dept., 
estimate with complete confidence the perform- 770. Scott Street, Baltimore 3, Md. 


Engineered Products Sold with Service 


wi INDUSTRIAL SOUND CONTROL 
KOPPERS 
od A 
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blades. New opposed blade damper 
with overlapping blades prevents air 
leakage when shut. All guides and 


out monel screen strainer. Special in- 
let and outlet sizes also available. 
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holes are made to fine tolerances. 
Available in all standard sizes. . 
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Merchandising Case 

Product: Large capacity self- 
contained merchandising case (Mod- 
el S44-SC). 

Manufacturer: C. Schmidt Co., 
Cincinnati, Ohio. 

Features: Designed for milk 
and bottled drinks. Large glass slid- 


Line Check Valve 

Product: Spun-end magni-check 
valve and strainer combination. 

Manufacturer: Watsco, Inc., 
Hialeah, Fla. 

Features: Designed for perma- 
nent installations by either hard or 
soft solder. Performs in the same 
manner as the company’s brass 





magni-check valve. Built-in monel 
strainers offers added protection. 
Available in six sizes to accommodate 
tube sizes from 14” to 34” O.D. Pro- 


vides minimum Sok pressure, and 
maximum flow. Also available with- 


itenioel 


Pateetiet 


ieee 












Wherever 


ing doors and illumination for good 
display. Extra capacity coils for fast 
chilling. Special channel steel 
shelves hold full case capacity with- 
out sagging. Condensing unit is fac- 
tory installed. 
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2-way shut-off 
is required... 


HANSEN 


QUICK-CONNECTIVE 
TWO-WAY SHUT-OFF COUPLINGS 


Panelboards 

Product: Magnetic starter panel- 
board (Type QMB). 

Manufacturer: Square D Co., 
Detroit, Mich. 

Features: Requires less time to 
install and less wall space than 
mounting starters and disconnect 
switches separately. Will accommo- 





"Tb connect a Hansen Two-Way Shut-Off 
Coupling, you merely pull back the sleeve 
and push the Plug into the Socket. To 
disconnect, just pull back the sleeve. No 
tools required. When Coupling is discon- 
nected, similar valves in Socket and Plug 
shut off both ends of line—practically 
eliminate spilling of liquid or escape of 
gas at instant of disconnection. 


WRITE FOR THE 
HANSEN CATALOG 


Here’s an always ready refer- 
ence when you want informa- 
tion on couplings in a hurry. 
Lists complete range of sizes 
of Hansen One-Way Shut-Off, 
Two-Way Shut-Off, and 
Straight-Through Couplings — 
including Special Service 


Couplings for 
Steam, Oxy- 





Hansen Series HK Two-Way Shut-Off 
Couplings for pressure or vacuum service 
are available with female pipe thread 
connections from 14” to 1” inclusive. All 
sizes are available in either brass or steel. 


date reversing and non-reversing 
starters, sizes 0 through 3 QMB 
switchboards and unit substations 
handle sizes 0 through 5. Factory 
assembled and wired or separate en- 
closures, starters, and plug-in switch 
units available. 
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gen, Acety- 
lene, etc. 


REPRESENTATIVES IN PRINCIPAL CITIES 


Refrigerator 
Product: “Sta-Kold” salad-des- 
sert refrigerator (Model RDA-40-S). 
Manufacturer: Victory Metal 
Mfg. Corp., Plymouth Meeting, Pa. 
Features: Interchangeable inte- 
riors adjustable on 1” centers to take 


SINCE 1915 


THE HANSEN 


4031 WEST !50th STREET o 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


Re 


CLEVELANE H 
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YOUR Bg :4°), |: MOREFRIGERANT FIELD MAN 


HE SELLS BY CAN OR CARLOAD... 
HE STANDS FOR DEPENDABLE 
DISTRIBUTION THROUGH RECOGNIZED 
REFRIGERATION WHOLESALERS 


This man—your Trona* refrigerant field 
representative—is a key man in the distribution 
picture across the nation. He’s an important 
man for you to know. He represents the 
dependability you need...the service you want 
... the quality you expect in your refrigerant 
source. His years of business experience, 
technical application knowledge, and constant 
exposure to new trends in the industry are 
valuable assets for you. What’s more—he’s 
usually a one-man source of related 
refrigerant items. 


All these foregoing qualities are reflected 
in the main product he carries —ISOTRON + 
refrigerants —distributed nationally by 
American Potash & Chemical Corporation, 
maintaining the policy of distribution 
through refrigeration and 

air conditioning wholesalers. 


*Tradename and trademark of AP&CC +Isotron is a Pennsalt trademark 


qc further information write 
American Potash & Chemical Corporation 
3000 West Sixth Street, Los Angeles 54, Calif. 99 Park Avenue, New York 16, New York 


Export Office: 99 Park Avenue, New York 16, New York 
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Capacity 40 cu. ft. Tray capacity 
equipped with 53 sets of slides. Sides, 
top, back, bottom, and interior are 
corrosion-resistant aluminum. With 
50144”, depth 3342”, (exclusive of 
hardware), height 7234”. Available 
as remote or pass-through. 
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Large Unit Coolers 
Product: Line of unit coolers for 
heavy duty refrigeration. 
Manufacturer: Refrigeration 
Appliances, Inc., Chicago, Il. 
Reshwress Developed for food 





any combination of bakers pan slides, 


stationary or pullout meat rails, processing, packing houses, ware- 
houses, produce and meat industries. 


For use with Freon, ammonia or 
flooded ammonia, above or below 
freezing, capacities range from 1240 
to 26,700 Btu/hr per 1°T.D. Face 
area of largest unit measures 46 sq.ft. 
Fans deliver from 4020 to 27,600 cfm. 
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shelves and refrigerated drawers. 


Duct Silencer 
Product: “Quiet-Duct” round 
type duct silencer. 
Manufacturer: Industrial 
Acoustics Co., Inc., New York, N.Y. 
Features: Circular shape elimi- 
nates the need for transition sections. 
Available in diameters from 6 to 60”, 






STRAIN-O-KAP 


NO GUESSWORK 
NO ADJUSTMENT 
NO CUTTING 





and in length from 4 to 10’. Meets 
air flow specifications from 100 to 
100.000 cfm for any desired attenu- 
ation. Special sizes also available to 
match inlet and outlet connections of 
axial flow fans. Can be used in ap- 
plications with pressures up to 100” 
water gauge. 
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The Strain-O-Kap is a scientifically de- 
signed, precision metering device. It 
is a complete, all-in-one strainer-cap- 
illary tube combination. Strain-O-Kap 
features the highly efficient three stage 


straining action. 


Strain-O-Kap will operate efficiently 
regardless of make, model, or refriger- 
ant used, 


Ice-Maker 
Product: Combination crushed 
and cubed ice-maker (Model C-5A). 
Manufacturer: Scotsman, 
Queen Products, Inc., Albert Lea, 


Install Strain-O-Kap on any equipment * Minn. 


and get 100% results Features: Crusher can be ob- 
tained separately for use with other 
models of the company’s cube makers. 
Designed to crush up to 30 lbs. of ice 
per minute. No blades to clean or 


sharpen. Height is 12”, width 4214”, 
— 





Part No. $-2 *for complete information, 


send for 1958 catalog. 


“Te — 
1020 EAST 15th STREET, HIALEAH, FLORIDA | é 
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depth 2044”. Size of crushed ice, from 
coarse to fine, is automatically de- 
termined by adjustable ice control. 
Divided stainless steel bin stores up 
to 400 lbs. of ice. Compartments are 
heavily insulated and equipped with 
stainless steel sliding doors. 
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Leak Detector 

Product: Leak detector (Type 
H-6). 

Manufacturer: General Electric 
Co., Schenectady, N.Y. 

Features: Can pinpoint leaks 
within a distance of 14”. Unit consists 
of a probe and control unit. Automati- 
cally adjusts for atmosphere contain- 


ing a refrigerant. Responds only when 
a change in concentration is detected 
as the probe passes a leak. Indicating 
light, housed in transparent plastic 
probe, lights up for about one second 
when a leak is detected. Large leaks 
cause a double flash. Sensing element 
in the control unit has a life expect- 
ency of approximately 100 hours. 
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Charging Hose 
Product: Line of heavy-duty, 
high-pressure charging hoses. 
Manufacturer: Mueller 
Co., Port Huron, Mich. 
Features: Rated burst pressure 
of 3,000 psi. Available sizes are % 
and 34” with lengths of 12, 24, 36, 
and 60”. Individually packaged in 
plastic bags. 
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Brass 


Truck Body 
Product: Truck body for refrig- 
eration maintenance service. 
Manufacturer: Reading Body 
Works, Inc., Reading, Pa. 
Features: Sliding steel top for 
all-weather protection of motor as- 


semblies and materials. Side com- 
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partments have adjustable divider 
bins and shelves for storage of parts 
and tools for on-the-scene repairs. 
Angled ladder rack also included. 
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Thermometer 

Product: 9” industrial ther- 
mometer (Series BX). 

Manufacturer: H. O. Trerice 
Co., Detroit, Mich. 

Features: Cast aluminum con- 
struction, stainless steel front, white 
scale with black numbers and red- 
appearing mercury tube. Available 
in nine standard temperature ranges 
from —40 F to 1000 F. Five optional 


CORNELL~ 
DUBILIER 


Motor 
Capacitors 


Only the right motor starting or 
running capacitor can guarantee 
you a dependable repair job. Only 
the right capacitor can assure 
maximum torque. For your own 
protection, use dependable C-D 
motor capacitors...the capaci- 
tors designed for the job. 

There’s a C-D capacitor for every 
known motor starting and run- 


straight or angle mounting forms 
are available for pipe lines with or 
without insulation, and air ducts. 
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Heat Transfer Surfaces 
Product: Line of high capacity 
heat transfer surfaces. 
Manufacturer: Tenney 
neering, Inc., Union, N.J. 
Features: Designed w operate 
under reduced pressure with a high 
degree of heat exchange for cooling 


Engi- 


ning application. They’re “pre- 
ferred” by motor manufacturers 
and repairmen alike. Your local 
C-D Distributor carries a com- 
plete stock for immediate deliv- 
ery. And you can select the right 
type for your needs from Cata- 
log XTR-MOT. For your free 
copy, write Cornell-Dubilier Elec. 
Corp., South Plainfield, N. J. 


CORNELL- DUBILIER 
CAPACITORS 


Old Hands at Dependability 
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saturated vapor to air exchangers, connection and minimum of duct- 


and as evaporators and condensers work, Safety devices prevent over- 
for compartment cooling. Standard heating. Alternate adsorption and re- 
or custom designed units for special activation periods are spaced by ad- 
applications. 
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Dehumidifier 

Product: Commercial and _ in- 
dustrial dehumidifier (Model 1500). 

Maufacturer: Dryomatic Corp., 
Alexandria, Va. 

Features: Can remove up to 40 





and heating purposes. Available as Ibs. of water per hour and will main- 
air to air exchangers, liquid to air ex- tain humidity levels as low as 10% 
changers, liquid to liquid exchangers, r.h. Requires only standard electrical 





justable timers to provide economical 
operation under varying weather con- 
ditions. Includes humidistat to allow 
automatic control over a range of 20 
to 90% r.h. 
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Aligning Connector 

Product: Aligning connector for 
simplifying assembly of stainless 
piping systems. 

Manufacturer: Speedline Div., 
Horace T. Potts Co., Philadelphia, 
Pa. 

Features: Stainless connector 
fits over ends of pipe or fittings for 


 —_ 
in retriger2 





“Trace” finds leaks; “‘Leak Lock” prevents them. Take both on 
every job. They can be used with all types of refrigerants and save you 


time and trouble at very little cost. — cena 


TRACE—the simple, fast, safe way to pinpoint 


’ ~\ ocket-type joint. Provides snug fit 
refrigerant leaks a special formulation harm- | o ype jo ee oe Se 
i yh that holds pipe and fittings in posi- 
» ¢ eteme i ‘4 i : P : : 
less to refrigerating systems. Detects minute, tion until welling or brazing secures 
intermittent leaks, even through coatings of ice i . connection. Makes possible in-place 
or frost, and provides a positive leak tag. \ preassembly of complicated process 
> piping layouts. 
— | Circle No. 160 on Reader Service Card 
LEAK LOCK—the joint sealer engineered for <r 
refrigeration use . . . seals out moisture, prevents i Aaa 
ere # Pe ; Air Filter 
leaks, stops corrosion . . . withstands rapid tem- 


Product: “Conomanual” me- 
chanical air filter. 

Manufacturer: Continental Air 
Filters, Inc., Louisville, Ky. 

Features: Roll-away, disposable- 
media type filter is hand operated. 
Free Samples—Ask your refrigeration wholesaler for “Trace” and ‘‘Leak Lock” Designed for installations where cost 
or write on your letterhead for FREE SAMPLES to prevents use of automatic equipment. 
Viscous impingement type media is a 


synthetic fi ket backed 
Highside Chemicals Incorporated —— | coengaqeth euah. eden 


moisture, fungus, and fire. Cfm rat- 
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perature changes and solvent action of refri- 
gerants. Stays tacky, flexible and 


doesn't freeze the joint 
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WITH A MUELLER BRASS CO. Urymadlenr 


EVERYTHING GOES IN... 


MOISTURE 
SLUDGE 
ACID, DIRT 


MICRON-SIZE 
PARTICLES 
AND 
REFRIGERANT 


BUT ONLY PERFECT REFRIGERANT 
COMES OUT! 


REFRIGERANT 


THE NEW Drymakter 


is the most perfectly balanced filter-drier you can buy because it gives both superb 
filtering and superb drying without sacrificing one for the other. Three design features provide 
the key to DRYMASTER’S outstanding performance .. . “HI-FI” filter block desiccant. . . 
super-fine monel screen filter tube . . . and inlet distributor disc. There are 34 different sizes 
in both male flare and solder end connections in a wide 
' = oi = Yet er] range of capacities to fit any job requirement. 
, iene estas Available now at better wholesalers everywhere. 
RY iY WRITE TODAY FOR YOUR FREE SLIDE-GUIDE... Select 
the correct DRYMASTER for every installation quickly and easily. 


MUELLER SRE CG. cont sunsets, nrenve se 
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ings based on maximum velocity of 
500 fpm. Will operate efficiently at 
velocities from 250 to 500 fpm. Avail- 
able in 72’ rolls. 
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Remote Heat Pump 

Product: “Weathertron” remote 
heat pump. 

Manufacturer: General Electric 
Co., Bloomfield, N.J. 

Features: Compact air handling 
unit installed inside the home con- 
sists of cooling coil, blower and fan. 
Automatically heats or cools the en- 
tire house. Remote condenser-com- 


pressor is located outside the home. 
Compressors have internal thermal 
protection and exclusive metal-to- 
glass leads. Air circuits for both sec- 


tions have been simplified to elimi- 
nate special installation systems and 
procedures. Inside section measures 
less than 2 x 2’, and 2114” high. 
Available in capacities of 28,300, 
33,900, and 48,000 Btu. 


Circle No. 162 on Reader Service Card 


Portable Cleaner 

Product: Portable cleaner 
(“Clean-It”) that handles acids, sol- 
vents, and detergents for cleaning 
all types of condensers, coils, and 
blowers. 

Manufacturer: Hastings Air 
Control, Inc., Omaha, Neb. 


Features: Acid-proof polyethyl- 
ene tank. New style acid-proof pump 


with heat-resisyant impellers and 
Titanium shaft. Mounted on rubber 
wheels. Belt-lined skids for going up 
and down stairs. Can be used as 
emergency sump pump, and for win- 
terizing water coils and condensers. 


Here is the one and only Circle No. 163 on Reader Service Card 


water regulating valve for both R-12 
and R-22. .. adjustable from 60 to 270 
pounds .. . without changing springs. Air-conditioner 
Product: Remote residential air- 
conditioner (Model CA40). 
Manufacturer: York €orp., 
Subsidiary of Borg-Warner Codrp., 


But this is simply the crowning achieve- 
ment in a water valve that is out in front 
in every department. It is small and 
compact—fits in!—but it has plenty of : 
capacity, smooth modulation, positive Y ork, Pa. “swae 

operation, excellent flow character- Features: Air-cooled, top air dis- 
istics! charge, high-speed direct-driven pro- 
Construction is the Marsh quality 

kind—the kind you know so well: 

Monel seat beads minimize wire 

drawing. Direct acting bellows 

assures long life. There is a pro- 

vision for manual flushing after 
installation to remove dirt and / 
grit. Bulletin tells the story. / 


Buy the Type 56 from 
\ your wholesaler / 


\ - 
MARSH 
Refigeration Equipment 


MARSH INSTRUMENT CO. soles Affiliate of Jas. P. Marsh Corp. 


Marsh Instrument and Valve Co. (Canada) Ltd., 8407 103rd St., Edmonton, Alberta 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 


peller fan, acoustically insulated com- 
pressor compartment. Factory-sealed 
hermetic compressor, locked control 
panel doors and weatherproof cabi- 
net. Available in 43,500, 46,000, and 
48,000 Btu/hr capacities. 
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BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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KRAMER TRENTON. CO. Trentons5S,N.3J. 


45 YEARS OF CONTINUOUS ACHIEVEMENT 


BUSINESS 


LOST 


Space in your buildin 


FOUN 


with 


RAME 


OUTDOOR COMPRESSOR 


Why lose dollar-making storage and selling space 
to house compressors, when you can now use the 
Kramer Outdoor Compressor? The THERMOBANK 
COMPRESSOR SYSTEM is factory assembled, 
tested and run-in; it saves installation time 
and money. 


The refrigeration industry again finds Kramer blaz- 


ing a new path with its THERMOBANK SYSTEM— 
the original and only automatic re-evaporating, 
non-overloading, fastest hot gas defrost system— 
now engineered to perform unfailingly, not only 
in a heated space but in any unheated space or 
outside at any outdoor temperature. 


WRITE FOR BULLETIN TC 406A 


IN HEAT TRANSFER 
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VOLKSWAGEN PANEL DELIVERY 


lin ee oo ie nan ee 


SENSIBLE «+ HONEST « DEPENDABLE 


Volkswagen Light Trucks have all these virtues. . . out- 
standing gas economy.. 
problems. . 


. air-cooled engine...no radiator 
. sturdy construction that takes the bumps of 
rough terrain. Volkswagen has unusual visibility and 
ease of driving and parking. The Volkswagen Panel 
Delivery gives you a whopping big 170 cu. ft. of usable 
storage space. Plenty of room for parts and equipment 

. Virtually a workshop on wheels. It loads from wide 


a 


.-,and ECONOMICAL 


side doors, as well as the rear loading door. Top and sides 

. front and rear give you a bonus in free space for dis- 
tinctive advertising. But above all, remember: a Volks- 
wagen costs less to buy, run and maintain. This we can 
prove! Sales and Service in 48 states. Look for the 


Authorized Volkswagen Dealer with this 1) emblem. 


VOLKSWAGEN DELIVERS THE GOODS... FOR LESS! 


KkomeBi—it’s even more than 
a Panel Delivery. It con- 
verts into a comfortable 
station wagon in minutes 

. just by putting the 
se eats back in. 


pick-uP—1764-lb. payload 

..45 sq. ft. floor area plus 
20 sq. ft. in a weather- 
tight lockable compart- 
ment underneath. Sides 
and back drop down for 
easy loading. 


VOLK SWAGEN 
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SELLING TO THE ARMY 
Continued from page 37 


If you want to be placed on 
bidders lists, you should specifi- 
cally indicate this fact to the dis- 
trict office. Submitting the expe- 
rience record form or a brochure 
won't automatically accomplish 
this. 

Under present conditions, dis- 
trict or division offices are au- 
thorized to award the great ma- 
jority of contracts without refer- 
ence to headquarters in Washing- 
ton. That’s why direct contact with 
these offices is so important to you. 
This procedure eliminates many of 
the problems and much of the ex- 
pense that would be involved in 
threading your way through a 
maze of governmental red tape. 

Here is a list of the nine di- 
vision offices of the Corps of En- 
gineers serving the continental 
U.S. In each case address your 
correspondence to Division En- 
gineer, Corps of Engineers, 
U.S. Army, at the address shown. 


New England Division: 150 


4 
\ 
7 
= 


: 
~~ 


Causeway St., Boston 14, Mass. 


North Atlantic Division: 
1216 Federal Office Bldg., 90 
Church St., New York 7, N. Y. 

South Atlantic Division: P.O. 
Box 1889, 536 Old Post Office 
Bldg., Atlanta, Ga. 

Ohio River Division: P.O. 
Box 1159, Cincinnati, Ohio. 

North Central Division: 536 
S. Clark St., Chicago 5, Ill. 

Missouri River Division: 
P.O. Box 1216, Farm Credit Bldg., 
206 S. 19th St., Omaha 1, Neb. 

Southwestern Division: 1114 
Commerce St., Dallas 2, Tex. 

South Pacific Division: P.O. 
Box 3339 Rincon Annex, San 
Francisco 19, Calif. 

North Pacific Division: 210 
Custom House, Portland 9, Ore. 


ATLANTA OFFICE OPENED 

Air Preheater Corp., manufac- 
turer of heat exchange equipment, 
has opened a sales and service office 
in Atlanta. 

This office serves an area includ- 
ing Georgia, Florida, Virginia, 
North and South Carolina. 


IT COSTS SO LITTLE 
and so easy to SEE 


.- HOW YOU ARE DOING 


The very popular Airserco 


Portable Charging Cylinders 


3 


7 sizes with 


precision calibrations 


is a must! 


See your wholesaler today! 
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REMOVE 


SAFELY- SWIFTLY 


with 


CLT) 


Condenser Cleaner 


Simply dissolve ANCO Condenser 
Cleaner in the sump while the sys 
tem is in operation. Within 2 to 15 
hours, condenser tubes are cleaned, 
head pressure drops to normal, and 
operating efficiency is restored. 

ANCO Condenser Cleaner will 
not damage metals and is not haz 
ardous to handle. Try it once and 
you'll use it always. 

Keep your condenser tubes clean 

. chemically clean... with ANCO 
products. 

For all ANCO products, see your 
wholesaler or write direct 
SPECIALISTS IN MAKING WATER BEHAVE 


\ 


\@)) Anderson 


\ Bw’ Chemical Company, Inc. 


Box 1424 PT Macon, Georgia 
Box 2432, DeSoto Station, Memphis, Tenn 





Nor-Lake, Inc. Dept. 20! 
2nd & Elm, Hudson, Wis. (Phone: Hudson 523) 


Please rush FREE illustrated literature on: 
“Reach-In” Refrigerator (1) Upright Freezer (9 


NAME 
ADDRESS 


City ee 


NOW, NOR-LAKE PRESENTS 


New “‘Reach-In’”’ Refrigerator and Upright 
Freezer. Free details on these sensational models 


REACH-IN REFRIGERATOR 


Thick Fiberglas insulation, 
embossed aluminum interior, 
heavy-gauge steel exterior 
and special moisture 
evaporator that eliminates 
need for drain connection 
and makes for economy and 
long life. Convenient! 
Maintains constant 
temperature—needs no 
adjusting. Stainless steel 
shelves are moveable. Glass 
or solid doors. Sizes range 
from 18 to 28 cu. ft. 


UPRIGHT FREEZER 


Fast freezing and 
economic storing. High 
density Fiberglas 
insulation and rustproof, 
high-conducting copper 
coils in each shelf mean 
faster, more uniform 
freezing. Heater strips 
around the door prevent 
sweating. Heavy-gauge 
steel construction anc 
aluminum liner and 
shelves for long life. Big 
capacity—full 27 cu. ft. 
model shown. Models 
down to 17 cu. ft. 
available. 


All models available in 
stainless steel. 


Fer better freezing, cooling or storing, look to the nation’s northiand and— 


NOR-LAKE, Incorporated -~~ 
Hudson, Wisconsin 
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USEFUL 


(For news of New Products turn to page 44) 


UTILITY COOLERS for ice cream mix and auxiliary milk storage 
are shown in a bulletin (MB 12-55-100) released by Master-Bilt 
Refrigeration Mfg. Co. Lists several uses and capacities for vari- 
ous sized milk containers. Also gives specifications, dimensions, 
and sales features. 
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SELECTION OF TRUCK REFRIGERATION EQUIPMENT is the 
subject of a catalog issued by Kold-Hold Div., Tranter Mfg., Inc. 
Designed to help guide selection of the proper type refrigeration 
system to fit specific truck requirements, type of product trans- 
ported, and actual operating route conditions. Various combina- 
tions of drive, low-side and high-side are described and illus- 
trated. Also listed is a tab'e of motor stand-by sizes. 
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AIR ENGINEERING EQUIPMENT is the title of a 40-page 
catalog published by Niagara Blower Co. Lists the company's 
new series of units for air-conditioning, refrigeration and heating 
engineered for large industrial, food product process and storage, 
and commercial installations. Listings of all units include capaci- 
ties, physical data and hook-up information so that applications 
may be figured in the field. 
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MODULAR CAFETERIA EQUIPMENT is presented in a |6- 
page catalog (C-400) published by Bastian-Blessing Co. De- 
scribes how entire line produced in modular base units to fit any 
layout and fitted with continuous tops of stainless steel. Includes 
features, dimensions, and applications. 
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REFRIGERATION PRODUCTS FOR FREON is the subject of 
a catalog (81C8b) published by Recold Corp. Lists basic in- 
formation on sizes, ratings, dimensions, and shipping weights on 
15 of the company’s refrigeration products. 
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HEAT DIFFUSERS are the subject of a catalog (46 AF 91) 
offered by Carrier Corp. Includes various installations where the 
space heating plant is featured as low cost central system. Uses 
of the heat diffusers are shown for heating and ventilating, with 
air-conditioning, and for central heating. Specifications and 
formula for selecting proper capacity unit are also included. 
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WAINSCOTING FOR COLD STORAGE ROOMS is analyzed 
in an illustrated folder published by Philip Carey Mfg. Co. Titled, 
“Carey Elastite Asphalt Plank", folder points up how the product 
on sidewalls protects expensive insulation and speeds up in-and- 
out service. 
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GLASS FIBER INSULATION is described in a folder issued 
by Mundet Cork Corp. The construction, properties, and uses 
of the insulation are all listed. Also included is a performance 
graph showing average thermal conductivities. 
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FLORISTS’ DISPLAY REFRIGERATORS ARE shown in litera- 

ture released by Character Refrigerators Co. Includes dimen- 

sions and photographs of company's refrigerators, and photo- 

graphs and partial list of popular installations by the company. 
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(More Useful Literature on page 60) 
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CLOSE-UP OF A MODERN COLD ROOM INSULATION 


BUSINESS 


Resilient new Armstrong Armalite 
provides joints that stay tight at any cold room temperature 


AUGUST 1958 


Here’s one foamed plastic insulation that’s 


resilient—not rigid. Armalite has “bounce.” 
During installation it will “give” slightly 
under pressure — allows compression fit. 
That means heat-tight joints that stay tight 
no matter how cold the room interior. In 
service, contraction that may take place at 
low temperatures is compensated for by the 
“spring back” of the compressed Armalite. 

Actual shrinkage of Armalite is negligible 


only about half as much as some rigid 
foamed boards. Other advantages include 
high insulating efficiency, light weight, high 
strength, good moisture resistance .. . all 
at a reasonably low cost. 

These are just the highlights. For de 
tails, send today for the free folder, “Arm 
strong Armalite.” Write to Armstrong Cork 
Co., 2108 Rumford Ave., 


Lancaster, Pa. 


(Armstrong INSULATIONS 
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USEFUL LITERATURE 
Continued from page 58 


FILTER BANK ASSEMBLIES that feature filter frame with dust- 
tight seal are discussed in literature issued by George Evans 
Corp. Folder shows principle of design and advantages. Also 
lists standard sizes available and prices. 
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VARIOUS APPLICATIONS OF COLD PLATES ore described 
in a price bulletin (507) issued by Dean Products, Inc. Gives 
price schedules for the company's cold plates, snow pans, 
Econobanks, and assemblies. Specifications and engineering 
data are presented in blueprints and photographs. 
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COLD STORAGE INSULATION is the subject of a manual 
published by Zonolite Co. Contains information on vermiculite 
refrigeration fill, insulating concrete mixes, and asphalt-bound 
vermiculite for cold storage floor construction. Also lists spe- 
cifications and physical data on the company’s products. 
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' ' HEAT PUMP PERFORMANCE TESTS conducted by University 

as iC 0a ing Ops of Florida are reproduced in a booklet by McMillan Comfort- 
aire Inc. Details findings of tests on the company's heat pump 

under various conditions. Report includes verification of tests 


' conducted and findings. 
OS y on ensa ion Circle No. 115 on Reader Service Card 
' “WORKSHOP ON WHEELS" is the title of Holan Corp.'s four- 
rip all us page brochure about its all-purpose “Mark C" commercial serv- 


ice bodies. Two-color publication shows bodies applicable to '/2 
to 1'/2-ton chassis. Specifications for side boxes are detailed. 


THE COSTLY PROBLEM caused by drip- Circle No. 116 on Reader Service Card 

ping from this sweating pipe was permanently 

solved with one easy and inexpensive applica- 

tion of NoDrip Plastic Coating. Sweating pipes, 

ceilings, air ducts and other metal equipment VI V/A 7/7 Lesiiye 
are also completely protected against rust and 

corrosion by low cost NoDrip. 


NoDrip Plastic Coating acts immediately to WITH 


insulate and protect. One application adds “KING SIZE” SAVING y 


many years of service life to metal equipment. TODAY sa 
NoDrip is also resistant to acid, alkali and = 
brine...protects concrete, brick, plaster, tile THE LA CROSSE 


wood or composition surfaces. 
Easy application requires no special equipment ada) 
or skill. Anyone can apply NoDrip with brush, 42 t 
trowel or spray. Stop your condensation prob- 
lem now! Get full details without delay. ( Med $864 Sr. 
Ww 4 i ae Top La Crosse quality in design, 


economical operation and big Kube 
or e * capacity! SAVE... from purchase 
COMPANY e tte. price through years and years of convenient 


service with the Senior Kube King. 
32-PAGE NoDrip DATA HANDBOOK 


. 
i iiehiincidit sitesi, deatn cnt Approx. 3200 crystal clean Kubes (no holes) 
nical information to solve your condensation per 24 hours. * 110 Ibs. storage * 6 qts. water 


i. ape eM onl . <<‘ per freezing cycle * Automatic production start 
leading refrigeration 
ree e ® a ee and stop * No pumps * No float valves °* 


Compact—less than 6 sq. ft. of floor space— 
fits under bar. 


J. W. MORTELL Co., 553 Burch St., Kankakee, Ill. 


Please send my FREE copy of the NoDrip Data Handbook. $863 Jr. 


PBA CROSSE COMPANY 


| 
| 
| 
Nome. | 
3002 LOSEY SOULEVARD SOUTH, LA CROSSE, WISCONSIN 
| 
| 
| 
d 


0680 00 ene eee WEN = CT aie 
MS fH ge 
WALK-IN COOLERS BEVERAGE COOLERS DIRECT DRAWS CUBE MAKERS 


EXPORT OFFICE: 125 BROAD ST... NEW YORK ¢ CABLE: EXIMPORT 
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Ocenia State. 
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s 





when you 


condition air 
and 


distribute ae 


i 
| 


ELECTRONIC 
AIR CLEANER | 
| 


FAN SECTION 


make sure you 
specify Westinghouse - 
the complete line 


Standard Air Conditioning Units 
Multi-Zone Units 

Sprayed Coil Units 

Low Headroom Units 

Heating & Ventilating Units 


* All components Westinghouse-man- More Information? Call your Sturtevant Divi- 
ufactured—single equipment war- sion sales engineer, or write Westinghouse Electric 
ranty—a Westinghouse exclusive. Corporation, Department H-27, Hyde Park, Boston 

36, Massachusetts. J-80655 ‘ 


ar 
and only from Westinghouse... naw" 


_ 


i ir C i = OF IT! 
Electronic Air Cleaner Sections for — Be SURE...1F ITS 
“In-Line” Assembly only 2514” in di- i Westinghouse 
rection of air flow—with manual or Oat 
automatic washing. ~ 
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BEACH-RUSS 


Pridable 
VACUUM PUMPS 





Beach-Russ Portable Vacuum Pumps 
are designed specifically for dehydrat- 
ing and testing refrigeration and air 
conditioning units. These high per- 
formance, quiet operating, portable 


pumps are available in two sizes: 


@ Model A Two-Stage Pump—o mm. 
vacuum, blank flange, 2.5 cfm, 
\% HP, weight 80 lbs. 


@ Model O Single-Stage Pump — 1 
mm. vacuum, blank flange, 1 cfm, 
% HP, weight 48 lbs. 


Beach-Russ Vacuum Pumps are also made in 
types and sizes for evacuarion and testing of 
refrigeration equipment on a production basis. 


| BEACH-RUSS COMPANY ' 
} 50 Church St., New York 7, N.Y. Dept. 56 ; 
' 
8 Send descriptive (CD Medel O Single-Stage ; 
; literature covering Vacuum Pumps ' 
' (CD Medel A Two-Stage ; 
' Pumps. i 
; i 
1 Nome... ' 
{ 
; Compony ‘ 
t 
; Address ; 
' 
§ City Zone... State ; 


BEACH-RUSS CO. 


50 Church St., New York 7, N.Y. 
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LET'S ALL GROW UP 
Continued from page 31 


Most manufacturers are carry- 
ing out their responsibilities to the 
distributors reasonably well, how- 
ever. They are: 

1) Making a fairly complete air- 
conditioning line of a quali- 
ty acceptable to the con- 
sumer at competitive prices. 

2) Supplying engineering, in- 
stallation, service, and sales 
data. 

Providing advertising on a 
national basis and co-op ad- 
vertising at the local level. 
Offering sales promotion as- 
sistance including the design 
of literature, sales aids, prod- 
uct displays, publicity serv- 
ices, and in some cases house 
organs. 

5) Giving training in engineer- 
ing, sales, installation, and 
service. Packaged training 
courses for distributors to 
use in helping their dealers 
also have been made avail- 
able. 

Setting up finance programs 
for off-season purchases of 
equipment for stock; for dis- 
tributor-to-dealer financing; 
and for dealer-to-consumer 
financing. 

There is no question that the 
air-conditioning industry will 
reach maturity and become strong, 
thriving, and well balanced. Dur- 
ing this growing-up period there 
will be many heartaches and fail- 
ures. How long this will last will 
depend on the caliber of the men 
directing the sales policies of the 
industry leaders. 


3 


~— 


4 
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BALDWIN HEADS CHICAGO 
HEATING-COOLING GROUP 

Joseph P. Baldwin has been 
elected president of the newly 
formed Chicago Better Heating- 
Cooling Council. 

The goup includes 101 contrac- 
tors, wholesalers, and manufac- 
turers’ representatives. 

Other officers are George W. 
Bornquist, vice president; and W. 
B. Davies, secretary-treasurer. 


BUY FROM YOUR 


REFRIGERATION WHOLESALER 





Circle No. 46 on Reader Service Card 





Stop noise 
from vibration 






with this 
ISOMODE® PAD 





Just cut what you need for the 
weight of the air conditioner, and 
install under the unit. One square 
inch for each fifty pounds of 
weight does it. ISOMODE PADS 
absorb vibration, cut down noise 
on any type of floor. Made of Du- 
Pont neoprene, they resist oil, last 
for years. No cementing needed ... 
units stay put. ISOMODE PADS 
are most economical when bought 
in standard een of ten 18” x 
18” sheets. Write for prices and 


Information Bulletin No. 415. 
® Trade Mark 


WW EDU aT a 





A DIVISION OF TEXTRON INC. 
1065 State Street, New Haven I!, Conn. 


OF FRIGERAT/IO 





You can do a bigger and better selling job 
with Coldin Cases . . . the largest and most 
diversified line of quality Commercial Refrig- 
erators in America. Get all the extra advan- 
tages that only the leader can offer. Call, 
write or wire for details and catalog today. 


COLDIN 


CABINET CoO., Inc. 
2800 Webster Ave., N. Y. 58, N. Y. 
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handle 


99% 


of all your 
test needs 
with the _ 


ALL-PURPOSE | sora 
AMPROBE RS-3 


Check resistance of + HHI Use as continuity tester 
motor control solenoid coil. } to determine if fuse is good. 


4 
ri 
= 
a 
b 
2 
= 
‘ 
ry 
5 
- 


Balancing circuits. r ; 7 Check for low voltage condition. 


Meets every commercial voltage 
requirement on three voltage 


scales... 0-150/300/600 volts ac. 
There’s only one way you 


can do it... with the 
new AMPROBE RS-3... 


Accurate current readings from 0 
to 300 amps on five current ranges. 
The ohmmeter scale is designed 
the only tester small enough specifically for you... readings as 
to fit in your pocket, yet low as 0.5 ohms can be taken, en- 


versatile enough to measure abling you to readily distinguish 


volts, amps, — ; ES the difference between short cir- 
and OHMS! — : cuits and actual coil resistances. 

Doesn’t it make a helluva lot more 

sense to use this one all-purpose 

oe instrument than to tote three sep- 

arate testers that can’t even come 


20 I IP . afficiencyv? 
Pyramid instrument Corporation, Lynbrook, N. Y. In Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto close to AMPROBE efficiency? 
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FROM ANY ANGLE::: 
there is no substitute for 


SPORLAN ‘G’ VALVE 
PEAK PERFORMANCE! 


———4 


b ; 
: 


from Strainer | 
. from Element 


to Outlet... 
to Seal Cap... 
VES ARE YEARS AHEAD 


...in design and serviceability. 


» G I 
SPORLAN VAL 
More engineering features are incorporated 


Ask your wholesaler for 
in them than in any other valve... 
yet the basic design has never changed! 


literature . . . and include 
Sporlan Catch-Alls, SeesAlls 
and Solenoid Valves 
with your G Valve order. SPORLAN “¢° CHARGE 
aoe ee for Suction Temperatures Above ZERO... 
ight Down the Line! 
SPORLAN “Z” CHARGE 
for Suction Temperatures Below ZERO... 
and SPORLAN “X” CHARGE 
for Extremely Low Temperatures, have long since proved that 
ONLY SPORLAN SELECTIVE CHARGES 


can give you Peak Performance on all applications! 
Oro from any angle, on any refrigeration application, there 
is no substitute for Sporlan G Valve Peak Performance! 


$T. LOUIS 17, MISSOURI 
REFRIGERATION & AIR-CONDITIONING 


VALVE COMPANY 
7525 SUSSEX AVENUE 
BROAD STREE NEW YORK 4, N. Y 
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NOISY AIR-CONDITIONERS 
Continued from page 41 


particularly the older types, will 
not provide these velocities this 
high. 

It is common practice, therefore. 
to block off part of the back of 
such register grilles to decrease 
effective face area and provide the 
needed velocities. However, block- 
ing off too much of the grille will 
cause air noises and whistles due 
to too high velocities. A velometer 
is an indispensable item at the 
time these adjustments are made. 

As a general rule, face velocities 
in excess of 900 fpm will be ob- 
jectionable. The degree of objec- 
tion will depend on register type, 
background noise level, and cus- 
tomer sensitivity to noise. 

The placement of the condensing 
unit on remote air cooled equip- 
ment is also a vital factor in com- 
plete customer satisfaction. It is 
poor practice to locate these units 
near bedroom areas of a residence. 
It is equally poor practice to lo- 


cate them near a neighbor’s lot 
line, as this very often results in 
poor neighborhood relations. 

A little extra thought at the time 
of initial planning will pay big 
dividends in increased customer 
satisfaction after installation. 

Take the customer into your 
confidence. Explain to him why 
certain things must be done. As a 
rule, he will be quick to under- 
stand that you are proposing a 
quality installation which will be 
a source of pride and joy to him 
for many years to come. Then his 
friends and neighbors are more 
likely to become your customers 
too, 


DEALER HONORED BY 
MUELLER CLIMATROL 

Atlas-Butler, Inc., Columbus, 
Ohio, heating and cooling dealers, 
recently was honored for it’s 25 
years’ association with Mueller 
Climatrol of Milwaukee. 

The Mueller Climatrol certificate 
of recognition was presented in 
ceremonies at Atlas-Butler’s show- 
room. 
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TEMPERATURE 
and HUMIDITY 


HYGROTHERMOGRAPH CAT. NO. 5-594 


RECORDING AT ITS BEST 


Daily or weekly recording periods . . . 
choice of temperature ranges... 
Bourdon or Bimetal element .. . 
Radiation shield 


THE 


INSTRUMENTS 
CORPORATION 


CENTRAL AVE, AT BALTIMORE ST. 
BALTIMORE 2, MARYLAND 


NOW...A LOW COST, SPACE-SAVING REFRIGERATION 
SYSTEM FOR INSULATED WALK-IN ROOMS 


MASTER-BILT 


for Storage Temperatures of 33°-38°F 


@ 3 models: 12, %, 1 hp 
@ Frost-Free evaporator coil 


@ Permanently lubricated motor 


@ Air cooled condenser 
@ Pressure controls 
@ Easy to install 


also available: 


MASTER-BILT Prefabricated 
Walk-in Coolers 


9 sizes, from 4’ x 6’ x 8 to 12’ x 12’ x 8’. Hole cut in one 
panel for Uni-Pak unit. Includes 4’ fibrous insulation, door 
with hinges and latch. Shipped knocked down for ease 


of handling. Easy to assemble. 


Send Coupon for Complete Information 


MASTER-BILT REFRIGERATION MFG. CO. 


4209 Folsom Ave., Dept. CR, St. Louis 10, Mo. 
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walk-in room 
Name... 
Company 
Address... 


City 


---—-—----------4 
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Master-Bilt Refrigeration Mfg. Co. 
4209 Folsom Ave., Dept. CR, St. Louls 10, Mo. 


Please send me complete information on your Uni-Pak unit and 





APPLICATIONS MANUAL 
Continued from page 43 


beneath the units actually was 
needed. The customer accepted this 
system enthusiastically, 


The one limiting factor in the 
production of packaged units of 
this type is the size of the coil. 

While these units are strictly 
self-contained, ready to be set in 
place, it usually is necessary to 
separate the mechanical package 


from the shelf rack in order to 
get the equipment through door- 
ways. In actual practice, the rack 
is first set in place and then the 
refrigeration unit is raised into 
position by means of lift trucks or 
hand-operated hydraulic lifts. 
The unit shown made up to an 
overall height of 10’6” which al- 
lows for easy installation in the 
standard cold storage room with 
11 or 12’ ceilings. Where excep- 
tionally low ceiling height may be 
encountered, however, it is a 


Good News for Servicemen! 


TWO© STOPS 
NSO LONGER 
NECESSAGNY 


NOW YOUR INDEPENDENT WHOLESALER CAN GIVE YOU 
THE EXACT JARROW DOOR GASKET YOU NEED FOR 


GENERAL ELECTRIC 
HOTPOINT 


refrigerators 
(other makes and models will be added soon) 


it’s simple. Just give him the refrigerator model num- 
ber and he'll know the correct Jarrow replacement 


Saves you time and 
money by taking all the 
guesswork out of 

gasket selection. 


MR. WHOLESALER: 


if you haven’t yet received your 
copy of this time-saving ‘‘Key 
Chart’, notify us at once and we'll 
get it to you promptly. It means 
faster sales and better satisfied 
customers for you. 


ARROW PRODUCTY. 


Flin At a 2 


ae a vr "yee. 


Almost a Third of a Century of Gasket Experience 
1238-50 W. FULLERTON AVE. + CHICAGO 14, ILL. 


simple matter+to cut down the 
height of the shelf rack accord- 
ingly. 

It is also possible to produce a 
ceiling-mounted packaged unit of 
this same type, for application 
where no shelves are desired. Use 
of the new explosive type fastening 
guns minimizes the amount of field 
installation time required for such 
a job. 

The packaged unit shown utilizes 
a squirrel cage fan because people 
were to be working all day in the 
refrigerated room in which it was 
to be installed, and so it was nec- 
essary to hold the noise level to a 
minimum. Where usage of the re- 
frigerated space is on an in-and- 
out basis, propeller type fans may 
be substituted at a considerable 
saving in cost. 

The packaged commercial re- 
frigeration unit eliminates many 
items now found on contractor’s 
cost sheets for such installations, 
such as suction and liquid lines 
(including hanging, covering, and 
sometimes painting), compressor 
bases, panel board installations, 
field assembly, field evacuation of 
the system, and field testing. It 
offers many advantages at lower 
cost to the user. 

It beats the proverbial mouse- 
trap, for it’s not only better but it’s 
also cheaper. It can be used in 
more places. And while customers 
may not beat a path to your door 
for it, we’re betting that they'll 
buy it if you beat a path to theirs! 


SPIEGELHALTER HEADS 
NEW NEMA COMMITTEE 

William G. Spiegelhalter, Louis- 
ville, has been elected chairman of 
the general engineering committee 
of the newly formed room air-con- 
ditioning section of National Elec- 
trical Manufacturers Association. 
Spiegelhalter is engineering man- 
ager for product design, room air- 
conditioning at General Electric 
Co. 

Robert H. Meyerhans, Maspeth, 
N. Y., was elected vice chairman. 
Meyerhans is director of engineer- 
ing for Fedders-Quigan Co. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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ANEMOSTAT reports on 
All-Air High Velocity Systems 


Nil lia * Selection Manual No. 60 
Anemostat Corporation of America hy i 
2 Q will be sent to you 
¥ 


pioneered the development of promptly on request. 


All-Air High Velocity Systems. 
Anemostat leadership in high velocity 
systems has resulted in more than 
500 fine installations using more 
than 60,000 units in office buildings, 
schools, hospitals, auditoriums, etc. 
throughout the United States, 


Canada and Mexico. ANMEMOSTAT. 


Anemostat Selection Manual No. 60 


contains complete information on the DRAFTLESS Aspirating AIR DIFFUSERS 


many architectural and engineering ANEMOSTAT CORPORATION OF AMERICA 
advantages of the Anemostat 10 EAST 39th STREET, NEW YORK 16, N. Y. 
All-Air High Velocity System. REPRESENTATIVES IM PRINCIPAL CITIES 
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Edwards Airvec Supplies 90 Tons Of 


Air Conditioning To New Bowling Center * 


EDWARDS Airvec Condenser Utilizes Convection Principle. 
Eliminates Noise, Motors, Maintenance, Structural Problems. 


Heat rising from the horizontal condenser creates a chimney-like draft that 
continues to draw fresh air through the unit. Manufactured in 2, 3, 5, and 
7% ton basic sections, which then 
can be assembled in multi-sections 
for unlimited capacities up to hun- 
dreds of tons. 
This principle eliminates: Noise, 
Motors, Wiring, Maintenance, Oper- 
ating Problems. WRITE Airvec Dept. 


Edwards Engineering Corp. Manufacturers Agents Inquiries Invited. 
CO - AXIAL FREON CONDENSERS 
@ COST REDUCED 30% to 40% 

CONDENSER WATER REDUCED 35% 
Refrigerant Charge Reduced 
Stabilizes Capillary Performance 
Smaller Cooling Towers Required 
Shipping Weight Reduced 
Many Shapes and Sizes Available 
Sea Water Models Available 


EDWARDS ENGINEERING CORP. 
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PU gay Helps Solve 


maintenance 


TABLETS problems for wa- 


ter-cooled equip- 
ment. Protects 
Oct By with a protective 
film which in- 
creases efficiency 
by acting as a 

wetting agent. 
For evaporative coolers, too, one tab- 
let or a cupful of Maintenance Grains 
will improve efficiency by keeping 

filters soft and uniformly moist. 

a, safe, positive algae control. 
mw iiah te troys all algae and organic 
TTT matter in cooling towers and spray Proved through the 


SOLVEX ponds. Sanitizes, sterilizes, and de- years . . . Ask your 


odorizes water-cooled systems. wholesaler or write 


CHEMICAL SOLVENT CO. 


ee i) ad Birmingham, Ala. 
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COOLING AND HEATING 
WHOLESALERS MERGE 

Harris Supply Co., and Michi- 
gan Automatic Heating Equipment 
Co., both of Grand Rapids, Mich., 
have consolidated to form Heating 
& Cooling Wholesalers. The new 
company will handle a complete 
line of heating, air-conditioning, 
and refrigeration equipment. 

Combined headquarters for the 
new company will be at 1576 S. 
Division, Grand Rapids, the pres- 
ent address of Michigan Auto- 
matic. Branch operations will be 
maintained in Flint, Kalamazoo, 
and Lansing, Mich. 

Michigan Automatic has served 
the Grand Rapids area as a sup- 
plier of heating equipment for 
about 13 years. Harris Supply has 
served that area as a supplier of 
refrigeration and air-conditioning 
equipment for over 21 years. 

Stockholders in the new com- 
pany include Robert H. Swart, Ila 
H. Unseld, Francis J. DePauw, 
and Clarence W. Harris. 


BRUNNER TO MOVE 
FROM GEORGIA PLANT 

Dunham-Bush, Inc., plans to 
move operations of the company’s 
subsidiary, Brunner Co., from 
Gainesville. Ga. to the company’s 
plant in West Hartford, Conn. The 
manufacture of motor compressors 
and semi-hermetic condensing 
units, presently being handled at 
Gainesville, will be transferred in 
its entirety to the West Hartford 
Plant. 

The shift will bring under a 
single roof manufacture of the en- 
tire Brunner line of compressors 
and condensing units. The move is 
expected to be completed by early 
September. 


CONSTRUCTION TO BEGIN 
ON UNION CARBIDE LAB 

Union Carbide Corp. has an- 
nounced that construction on its 
technical service laboratory near 
Tarrytown, N. Y., will begin by the 
middle of August. 

The laboratory will be a three- 
story building on a 280-tract. The 
main building, floor area of 85,- 
000 sq.ft., will house 53 individual 
laboratory units. 
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Look for these features on the finest freezer doors 


. -- Jamison Vap-r-tyt’ Lo-Temp Door has 
unmatched record of dependability and economy 


VAP-R-TYT 
METAL CLADDING 


All metal seams locked 
and soldered 


Penetrating bolt holes 
sealed 


Prevents penetration of 
moisture under high 
vapor pressure 


INFITTING DESIGN 


Requires less space than 
overlap type 


Fits into wall 


Requires shorter radius 
of swing 


E-Z OPEN 
TWO-POINT 
FASTENER 
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JAMISON 
FROSTOP® 
(optional) 


Keeps doors from freez- 
ing shut 


Safe temperature range 
eliminates dangers of 
overheating or conden- 
sation 


Permits selection of any 
temperature between 
60°F and 120°F 


Carries Underwriters’ 
Laboratories Inc. label 


ADJUSTOFLEX 
HINGE 


How well your freezer door performs depends on its 
basic design and construction, Jamison Lo-Temp 
Vap-r-tyt doors— proven through years of service in 
all types of installations — are today’s economical 
j answer to modern freezer operation, Write today for 
catalog Section 4 to Jamison Cold Storage Door Co., 
Hagerstown, Md. 


JAMISON 


COLD STORAGE DOORS 
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TENNEY CHAMBER TESTS 
REAL FLIGHT CONDITIONS 

A special walk-in chamber that 
will permit laboratory testing of B- 
58 Hustler equipment under ex- 
treme altitude, temperature and hu- 
midity conditions is being built by 
Tenney Engineering, Inc., for the 
Electronics and Avionics Div. of 
Emerson Electric Mfg. Co., St. 
Louis. 

The unit will cost nearly $200,- 
000 and will have special gradient 
control features and an air-cooling 


simulator. It will measure 9 x 1144 
x 18’ interior. 

Engineers will be able to stimu- 
late an airplane’s swift ascent and 
descent, varying temperature, and 
humidity conditions accordingly. 


FILM SHOWS DEALERS 
7 “KEYS TO PROFIT” 

A slide film, “Keys to Profit”, 
currently is being shown to pros- 
pective dealers in the heating and 
air-conditioning fields by Heating 


BURR a 
VUE a 
MeN ti 


ECU MLCT ay a eee CeO hs 
or binders to reduce drying capacity. 


The Smaliest, Most Powertul, 
Easiest-to-iInstall Drier Made 


Here is a general purpose drier designed, test- 
ed and proved to eliminate the worst moisture 
conditions encountered in general field service 
work. It is small, but with plenty of capacity 
to handle units up to % hp, and the large cap- 
acity inlet filter will clean up the dirtiest system. 


CAPACITY: The Little Giant Drier can be used on all 


hermetic and open-type units up to % hp with F-12 
and 14 hp with F-22 refrigerants. 


CONSTRUCTION: The KMP Little Giant Drier con- 


sists of a 34” O.D. spun copper shell with 44” copper 
end tubes silver brazed in place. The inlet is made to 
fit either 4" O.D. or %4" LD. with outlet spun down 
to accommodate capillary. Driers are completely de- 
hydrated and the ends fused and sealed to insure 
dryness. KMP’s undercutting feature permits tubes to 
be quickly and easily snapped off, as well as cut off, 
swedged, flared or bent to take care of all field appli- 
cations from capillary sweat connections to 44” flare. 
Rated in accordance with ARI Standard No. 710. 

SEE THE KMP LINE AT YOUR WHOLESALER 


and Air-conditioning Div., Stewart- 
Warner Corp. 

Seven basic facets of operation 
deemed “musts” for any success- 
ful factory-dealer relationship are 
highlighted. 

The film is available through dis- 
trict sales managers of the firm, 
320 North C St., Lebanon, Ind. 


CONTROLS CO. ACQUIRES 
REDMOND MOTOR FIRMS 

Controls Co. of America has an- 
nounced the acquisition of Red- 
mond Co., Inc., and Redmond mo- 
tors, Ltd., St. Thomas, Ontario. 
The sale includes leasing of plants, 
equipment and other fixed assets 
with an option to buy the assets at 
the end of the lease period. 

Redmond management headed 
by James Tweedy, president, will 
continue to operate the company. 
Tweedy will become a vice presi- 
dent of Controls Co. 

The six Redmond plants total 
378,428 sq.ft. of floor space. Two 
are at Owosso, Mich., and one 
each is at Ithaca, Mich., Jackson- 
ville, Ark., Angola, Ind. and St. 
Thomas, Ont. 


COLD STORAGE MEN 
LOOK TO THE FUTURE 

A program of extensive eco- 
nomic research into the future 
market position of public refrig- 
erated warehousing industry is 
being undertaken by the National 
Association of Refrigerated Ware- 
houses, Inc. 

The program will explore future 
long range effects of trends on the 
industry, and future needs of pack- 
ing, shipping, warehousing, dis- 
tributing and marketing of perish- 
ables. Research will be conducted 
for NARW by Midwest Research 
Institute of Kansas City, Mo. 


LAND BOUGHT TO EXPAND 

Herman Nelson Div. of Ameri- 
ean Air Filter Co., has purchased 
a five-acre tract adjacent to its 
25th Street plant in Moline, IIl., 
for future expansion. 


cup KENMORE MACHINE PRODUCTS, INC. 


LYONS, NEW YORK 


Dryers * Accumulators * Accumulator Dryers + Strainers * Capillary Assemblies 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


REFRIGERATION & AIR-CONDITIONING 
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in easy-to-handle dry form 


Cleaners based on Du Pont Sulfamic Acid are safer, more convenient, 
non-fuming .. . dissolve in water to form effective, low-corrosive solutions 


Now ... powerful acid cleaners you 
handle dry with no hazardous fumes, 
no acid splashing! When added to water, 
these cleaners form solutions equal to 
hydrochloric acid in penetrating power, 
yet they’re far less corrosive. The key 


DU PONT 


SULFAMIC ACID 


REG US Pat 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


BUSINESS ® AUGUST 1958 


to these unusual properties is Du Pont 
Sulfamic Acid. 

Cleaners based on sulfamic acid cut 
downtime to a minimum during scale 
removal. In many situations, because 
there are no fumes, cleaning can be 


done with no interference to normal 
operations. And, because these cleaners 
are easier to handle and store, their use 
results in lower labor and storage costs. 

We'll gladly send you additional in- 
formation on sulfamic acid-based clean- 
ers, and the name of formulators who 
offer these new compounds, Just mail 


fee 


the coupon below. | 


Ek. I. du Pont de Nemours & Co. (Ine.) 


Grasselli Chemicals Dept., Room N-2533 
Wilmington 98, Delaware 


bulletin; | 


Ple ise send me 


t 


jsulfamic acid general equipment cleaning 
| air conditioning bulletin; ["] names of formulators 


offering cleaners based on Sulfamic Acid 


Name 


Company 





Address 
City 
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Canvas Awnings Cut Cooling Costs 
On Average Home, Research Reveals 


PROPER USE of canvas awnings 
can do a lot to cut down the heat 
load on any house. This means the 
homeowner will save considerable 
money on the operating costs of his 
air-conditioning system. In many 
cases he may even save on initial 
equipment cost, too, since the re- 
duced heat load may make possible 
the use of a smaller system. 

That's the gist of a study recent- 
ly completed by researchers of the 
American Society of Heating and 
Air-Conditioning Engineers for the 
Canvas Awning Institute and the 
Canvas Products Association In- 
ternational. A report of these find- 
ings was presented at the semi- 
annual ASHAE meeting in Min- 
neapolis. 

Using a 444 x 4414” test win- 
dow, engineers measured the 
amount of heat transferred direct- 
ly through the glass, as well as the 
heat dissipated into the room by 
the warm window glass. The for- 
mer is the result of direct solar ra- 
diation from the sun, diffuse solar 
radiation from the sky, reflected 
solar radiation from the surround. 
ings, and low-temperature radi- 
ation from both sky and surround- 
ings. 

Various types and colors of 
awnings were tested. The relative 
importance of material, color, 
shape and venting was investi- 
gated. 

Highlights of the report follow: 

1. Canvas awnings can prevent 
55 to 75% of solar heat from enter- 
ing a window during a day’s time, 
with best results being obtained 
from awnings over western ex- 
posed windows. 

2. Light-colored awnings are 
more effective than dark. 

3. The difference made by vent- 
ing (leaving an opening at the top 
to permit escape of air) in the tem- 
perature of the air under an awn- 
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ing is not a vital factor in the 
awning’s efficiency. 

4. Conventional awnings with 
sides are more effective in reduc- 
ing room temperatures than the 
venetian style without sides. 

5. Opaque canvas awnings are 
more effective than awnings of 
woven plastic fabric in which loose 
weave permits the passage of sig- 
nificant amounts of sunlight. 

On the basis of this report, it is 
estimated that canvas awnings can 
mean a savings of as much as 30% 
in seasonal operating costs for the 
average home. 

In determining this figure, the 
engineers assumed that the average 
homeowner operates his air-con- 
ditioner for a little more than 2100 
hours a season at a cost of 7 cents 
per hour, or $150 per season. By 
installing awnings over a window 
holding an air-conditioner and 


over other sun-exposed windows, 
they found, the seasonal operating 
time can be cut to 1500 hours, or 
$105 a season, for a savings of 
$45 each year. 

If installation of awnings makes 
possible the use of smaller air- 
conditioning equipment, additional 
savings in operating costs, as well 
as initial costs, result. 


STARTS APPRENTICESHIP 
PROGRAM WITH 18 MEN 

New Jersey Refrigeration and 
Air Conditioning Contractors As- 
sociation recently held its first ap- 
prenticeship class under the joint 
committee program of RACCA. 
First instructor is William P. Em- 
ley. a former contractor. 

Frank J. Neher of the federal ap- 
prentice bureau of RACCA inden- 
tured the 18 apprentices. 


RACCA MIAMI CHAPTER 
DEVELOPS NEW CODE 


Air Conditioning and Refrigera- 
tion Association of Florida has de- 
veloped a new air-conditioning and 
refrigeration code within the build- 
ing code. Three members have been 
appointed to the examining board. 
They are: R. B. Wiley, temporary 
chairman; J. W. Hendricks; and 
Armand Cowan. 


FAST DUCT INSULATING TECHNIQUE developed by Schroeder & Sons, Cham- 
paign, Ill., mechanical contractors, involve cementing insulation to galvanized sheets 
before they are formed into ductwork. Working with Goodloe E. Moore, Inc., Schroeder 
developed a method of cementing Fiberglas insulation to galvanized sheets. The new 
cement cuts drying time from 24 hours to 12 minutes. 
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Performance is always dependable... 
when the lubricant is Texaco Capella Oil Waxfree 


Keep refrigeration compressors running smoothly and at 
top efficiency for long periods of time with Texaco 
Capella Oil Waxfree. You'll save a lot on maintenance 
costs. 


Texaco Capella Oil Waxfree assures clean compressor 
performance. Even at temperatures as low as minus 
100°F., for instance, waxout does not occur in systems 
where a miscible-in-oil refrigerant is used. Haze and floc 
temperatures are exceptionally low. Texaco Capella Oil 
Waxfree is highly stable, does not foam, and is compatible 
with all refrigerants. It also has outstanding resistance to 
oxidation. 

A complete line of Texaco Capella Oils Waxfree meets 
the specifications of all leading compressor manufac- 
turers. It is readily available in 55-gallon and 5-gallon 
drums, and in 1-gallon cans. The more popular grades 


LUBRICATION IS A MAJOR 


may be purchased in |-quart containers. All are refinery- 
sealed to protect the high quality and purity. 

Ask a Texaco Lubrication Engineer to help you select 
the proper lubricant for your system. Just call the nearest 
of the more than 2,000 Texaco Distributing Plants in the 
48 States, or write: 

The Texas Company, 135 East 42nd Street, New York 
17, New York. 


J, IN ALL 
Ying STATES 
y) 


FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, MAINTENANCE) 





IS THE TIME 
when you 
need this 


Prest-O-LitE 


TRADE -MARK 


Refrigeration 
& Air-Conditioning 
Outfit 


When your customers want service, 
you'll need this complete leak detect- 
ing, soldering, heating, and brazing out- 
fit—all in a handy steel case. It gives you 


..-JOB-MATCHED OPEN FLAMES 
Fine, light, and medium torch stems— 
instantly interchangeable —for refriger- 
ation and air-conditioning jobs. 


... SENSITIVE LEAK DETECTOR 

Shows up as little as 100 parts per mil- 
lion of refrigerant gas in air — locates 
leaks too tiny to find with soapy water. 


-.+ PRECISION CONTROL 

Acetylene regulator automatically main- 
tains selected delivery pressure —cali- 
brated screw for flame adjustment. 


... EASY TO USE 

Detector is simple and positive—solder- 
ing and heating torch concentrates flame 
where needed — everything in one com- 
pact case! 


Outfit includes torch handle, leak de- 
tector stem, 3 torch stems, regulator. 
12'%-ft. hose assembly, suction hose, and 
enameled steel carrying case. Complete 
(for B or MC tank), $41.00. 

Available now from your local sup- 
plier of time-proved LINDE products. 
Or write for information to LINDE 
COMPANY, Division of Union Carbide 
Corporation, 30 East 42nd Street, New 


York 17, N. Y. 


° lp UNION 
CARBIDE 


“Linde,” “Prest-O-Lite,”’ and “Union Carbide” are 
trade-marks of Union Carbide Corporation. 
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ASSEMBLY LINE ADDED 
AT WORTHINGTON PLANT 

A new assembly line for open 
and hermetic refrigeration com- 
pressors at Worthington Corp.'s 
Holyoke, Mass., plant has been an- 
nounced. 

Centralization of parts, assem- 
bly, testing, and crating provides 
an uninterrupted flow of compres- 
sors up to 150 tons, from begin- 
ning to end. 

Paul Venable, manager of air- 
conditioning and refrigeration 
manufacturing, is in charge of 
this new operation. 


PROOF OF THE PUDDING, they say, 
is in the eating. And proof of the edi- 
torial vitality of REFRIGERATION & 
AIR-CONDITIONING BUSINESS is 
offered by the fact that this magazine 
won one of the top awards for editorial 
achievement in the 20th annual competi- 
tion sponsored by Industrial Marketing 
magazine for business publications. Spe- 
cifically, the award was for the best single 
article appearing in any merchandising 
or trade publication during 1957. Jim 
McCallum (left), editor of BUSINESS, 
accepts the first place plaque from G. D. 
Crain, Jr., publisher of Industrial Mar- 
keting magazine. 


FRANKELL MFG. RENTS 
COMPRESSOR OPENERS 

Frankell Mfg. Co. has an- 
nounced that its hermetic com- 
pressor opener now is available 
on a rental basis. 

This machine will open any 
shape hermetic compressor up to 
20” in diameter — regardless of 
position of the weld. 

Rental fee is $30 per month, 
and must be for at least one year. 
The user may exercise an option 
to buy the machine at any time, at 
which time 75% of the rental fees 
will be credited toward the pur- 
chase price. Cost of machine is 
$695. 


Circle No. 61 on Reader Service Card 


1 VALVE 
PIERCES 
4 TUBE 
SIZES! 


“As 


For !/, inch tube ask 

for the Madden HP-68 
Write for free catalog R-358 list- 
ing other Madden performance- 
proved products: valves, fittings, 
charging lines, etc. 


MADDEN BRASS COMPANY 


AURORA 2, ILLINOIS, U.S.A. 


EXPORT, Ad Auriems 85 Breed St. New You. WY. 


Ls Le BS) 


Refrigeration and 

Air Conditioning 

RELAYS and OIL 
CAPACITORS 


General &B Electric 


f 
KLIXON 
HOT WIRE 


REQUEST OUR CATALOG SHEETS 


Your Relay Source... 
SAM HAMMER 1x. 


698 WASHINGTON AVENUE 
BROOKLYN 38, NEW YORK 


Sold Only Thru Jobbers 
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SO HALSTEAD & MITCHELL ENGINEERS SAID... 


FIN SPACING CUTS CLOGGING 


ON HEM AIR-COOLET SERS 


Maintenance costs are low when you use Halstead & Mitchell Air-Cooled Condensers 


All H&M condensers feature wide spaced 
fins that won’t clog as rapidly with dust or 
other air borne particles. The exclusive 
Turbu-Flo fin design adds surface area 
and improves heat transfer by up to 15%. 


Large fans driven at low speeds assure 
quiet operation of even the biggest units. 
Multiple circuiting to meet the require- 
ments of the individual job is furnished 
at no additional cost when specified. 
Casings are extra-rugged; won’t rattle or 
loosen with use. 


Type AC condensers are propeller fan 
models, normally installed on a roof, re- 
mote from the compressor. Single units 
are available in 5 to 50 ton nominal ca- 
pacity. 60 to 100 ton capacity is provided 
through use of two smaller condensers sup- 
plied with necessary manifolding for easy 
field installation. Floor mounting is stand- 
ard; ceiling mounting can be provided. 


Type BC condensers are centrifugal models 
for indoor installations and where duct- 
work is required. Available in a wide range 
of sizes, Type BC units can be arranged 
to exhaust equipment room heat in sum- 
mer, and to utilize condenser heat in 
winter. 


Type ACR condensers are centrifugal fan 
units available in 2 through 714 tons for 
residential air conditioning. Space is pro- 
vided for compressor and controls. 


Get complete information from your local 


distributor, or write Halstead & Mitchell, 
Bessemer Building, Pittsburgh 22, Pa. 


hh 


il 


std Net 


AAMT 


AIR-COOLED* CONDENSERS +* COOLING TOWERS + WATER-COOLED CONDENSERS + FINNED COILS 
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Styrofoam stops moisture, repels heat 


Superior properties make Styrofoam an outstanding low-temperature pipe covering 


There are just three things most people ask of a low- 
temperature pipe insulation. That it. . . 


(1) Stop costly heat gain. (2) Prevent condensation and 
dripping. (3) Stay trim and effective without maintenance. 


Pipe covering made of Styrofoam* does an outstanding job 
all three ways, and at surprisingly low applied cost. The 
reasons are the low thermal conductivity of Styrofoam (“K” 
factor; 0.23-0.27) and its unyielding resistance to liquids 
and water vapor. (This is the same Styrofoam that has been 
so widely adopted as a low-temperature room insulation 
during the last 10 years.) 


Styrofoam is an effective vapor seal, and will not crack or 
split in extremely cold or rapidly changing temperatures. It 
is not subject to ice build-up around valves. And Styrofoam 
is lightweight—easy and economical to apply. Coatings for 
both indoor and outdoor use are available and easily applied 
in the field. 

The companies listed below manufacture a complete line of 
pipe covering made from Styrofoam, as well as a wide variety 
of equipment and tank insulating segments. See them about 
your low-temperature pipe covering problems. Or write to 
THE DOW CHEMICAL COMPANY, Midland, Michigan, Plastics 
Sales Dept. 1933BB. 


STYROFOAM Pipe Covering Manufacturers 


Fastab Insulation, Inc., 304 Cleveland Transit Building, Cleveland 14, Ohio 


* Glo-Brite, 6415 North California Avenue, Chicago, Illinois «+ 


industries, 3051 Curtice Road, Coleman, Michigan 


*STYROFOAM is a registered trademark of The Dow Chemical Company 


Kennedy Industries, 4447 Alger Street, Los Angeles, California « 
Manufacturing Company, 503 Railroad Ave., South San Francisco, California 


Styro Fabricators, 1401 Fairfax Trafficway, Kansas City, Kansas 
17 Hawkins Street, Somerville, Mass. * Tufflite, Inc., Ballston Spa, New York 


* Fibrous Glass Products, Inc., Alpa Plaza, Hicksville, L. 1., New York 


Kransco 
* MMM, Incorporated, P. O. Box 968, Portsmouth, Ohio ¢ Robinson 


Styroformics, Inc., 


YOU CAN DEPEND ON 
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Sign of an 
outstanding 


insulation contractor 


Look for this seal when you 
build cold storage facilities. 
It’s your assurance that the 
firm displaying it is compe- 
tent and fully qualified to in- 
stall Styrofoam*. This seal 
means the contractor... 


1. is completely 
experienced in 
low-tempera- 
ture work. 


2. has an excel- 
Tt alot) 
ifehdl-la me 


3.is fully trained 
A ee 
STM a dahil Tia 
properly. 


4. follows Dow 
eee tan 
tions and recog- 
nized building 
practices at all 
re 


For the names of Approved 
STYROFOAM Insulation 
Contractors in your area, 
write to THE DOW CHEMICAL 
COMPANY, Midland, Mich- 
igan, Plastics Sales Depart- 
ment 1933BB. 


STYROFOAM 


*STYROFOAM is a registered trademark 
of The Dow Chemical Company 


<S> 
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of Industry Events 


October 12-15, 1958 
Refrigeration and Air Conditioning 
Contractors Association (Annual 
Convention) 
Broadmoor Hotel 
Colorado Springs, Colo. 


October 12-17, 1958 
American Gas Association 
(Annual Convention) 
Atlantic City, N. J. 


October 22-24, 1958 
Air-Conditioning and Refrigeration 
Wholesalers (Annual Meeting) 
Sheraton-Palace Hotel 
San Francisco, Calif. 


November 17-19, 1958 
National Commercial Refrigerator 
Sales Assoiation 
(12th Annual Convention) 
Golden Gate Hotel 
Miami Beach, Fla. 


December 1-3, 1958 
American Society of Refrigerating 
Engineers (Semiannual Meeting) 
Hotel Roosevelt 
New Orleans, La. 


December 1-4, 1958 
National Warm Air Heating and 
Air Conditioning Association 
(Committee Meetings and 
Annual Convention 
Cleveland, Ohio 


January 26-30, 1959 
American Society of Heating and 
Air-Conditioning Engineers 
(Annual Meeting and Exposition) 
Philadelphia, Pa. 


June 7-11, 1959 
American Society of Heating and 
Air-Conditioning Engineers 
(Semiannual Meeting) 
Vancouver, B. C. 


June 22-24, 1959 
American Society of Refrigerating 
Engineers 
(Annual Meeting) 
Lake Placid Club 
Lake Placid, N. Y. 


WHEN You 
CUSTOM - ENGINEER 


REMOTE 


WATER COOLERS 


Install Temprite Remote Coolers on 
overhead wall brackets. Save floor 
space. Connect to multiple bubblers. 


bx ee 
For restaurant fast cold water service 
Single unit serves extra stations, saves 
waitress’ steps, helps boost turnover 


os 


Ideal for accurate control of water 
temperature in photo and X-ray proc 
essing. 14 to 72 g.p.h. All UL approved. 


TEMPRITE PRODUCTS CORPORATION 
Box 72-B, East Maple Road 
Birmingham, Michigan 


Send me data on Temprite Remote Coolers 
Company name 
My nome 


Address 
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ARMSTRONG OFFERS KIT 
ON INSULATION TRAPS 

An educational meeting guide on 
the subject, “Pitfalls In Insulating 
Air-conditioning Systems”, is being 
made available to interested groups 
by the Insulation Div. of Armstrong 
Cork Co. 

The guide contains a talk and 27 
color slides showing the results of 
studies made by Armstrong’s Re- 
search and Development Center. 
The color slides are of actual job 
installations, showing where in- 
sulation failed because of unex- 
pected condensation or sweating 
and where it was successful. 

The script describes the prob- 
lems, pointing out why the particu- 
lar installation failed and how it 
can be corrected. 

The meeting guide, a factual, 
noncommercial presentation, can 
be obtained by contacting Arm- 
strong’s Insulation Div. offices in 
most major cities. 


WOLVERINE MOVES DEPOT 
TO EVANSTON, ILL. 

Wolverine Tube, Div. of Calumet 
& Hecla, Inc., has moved its Chi- 
cago mill depot to Evanston, IIl. 

G. E. Reade and E. K. Schutz will 
handle all wholesaler requests for 
copper water tube, refrigeration 
service tube, and aluminum “Ver- 
satube” through the new facilities. 


TRANE PRESENTS CLINIC 
ON AIR-CONDITIONING 

Trane Co. has developed an air- 
conditioning clinic designed to 
help train air-conditioning and 
heating contractors, servicemen, 
and engineers. 

Trane sales offices throughout 
the country are conducting the 
clinic. More than 3,000 have com- 
pleted the course thus far. 

The clinic includes 10 sessions, 
each of which can be delivered as 
a slide-talk in about two hours. 


The sessions are setup so that the 


first six cover basic theories. The 
other four form a more advanced 
application and service course. 
Subjects covered include: refrig- 
eration cycle; refrigeration piping; 
refrigeration controls; refrigera- 
tion compressors and accessories. 
Cooling load estimating; psy- 
chrometric chart; equipment se- 
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lection; installation and start-up 
of self-contained air-conditioners; 
and trouble diagnosis and com- 
pressor disassembly and reassem- 
bly. 

Besides the printed booklets cov- 
ering each session, individuals en- 
rolled receive air-conditioning and 
refrigeration manuals, psychro- 
metric charts, an air-conditioning 
ruler, and specialized bulletins. A 
minimum fee is charged to cover 
costs of the material. 

Interested persons may contact 
their nearest Trane sales office for 
more details. 


In other words, if you was this unit 
you could collect your life insurance! 


F. E. MYERS EXPANDS 
SUBMERSIBLE PROGRAM 

F. E. Myers & Bro. Co., has ex- 
panded its field submersible serv- 
ice station operation. 

Field service stations are being 
located in selected areas to reduce 
freight costs on service and to 
speed up service to submersible 
buyers. 

Service specialists who will work 
in the service stations will be 
trained at the Myers home office 
in Ashland, Ohio. 


RECOLD MAKES STUDY ON 
MEAT REFRIGERATION 

Reprints of a comprehensive 
study on “Proper Refrigeration In- 
creases Meat Profits” by Recold 
Corp. now are available. 

The study points to the loss of 
profits due to poor refrigeration 
which causes shrinkage, sour-bone, 
and slime. It also discusses the 
proper refrigeration in terms of 


the amount of compressor capacity 
required, amount of evaporator ca- 
pacity required, method of con- 
trol, and type of air circulation de- 
sired, 

To obtain reprints of the study, 
address inquiries to Catalog Dept., 
Recold Corp., 7250 E. Slauson, Los 
Angeles 22, Calif. 


FLEXONICS CORP. FORMS 
EXPANSION JOINT DIV. 

Flexonics Corp. has formed an 
Expansion Joint Div., the second 
of five operating divisions being 
established under a new organiza- 
tional plan. 

E. L. Hiter has been named gen- 
eral manager of the new division. 
He will be responsible for both 
production and sales of all expan- 
sion joint and compensator prod- 
ucts. 

Headquarters of the division 
will be located at Flexonics’ Sa- 
vanna, Ill. plant. 


GOOD, REED, FERRY, 
GET TOP I-B-R OFFICES 

Virgil A. Good, Burnham Corp., 
has been elected chairman of the 
Institute of Boiler and Radiator 
Manufacturers. Good replaces T. 
B. Focke, National-U.S. Radiator 
Corp. 

M. C. Reed, Dunkirk Radiator 
Corp., was elected vice chairman. 
Robert E. Ferry was reelected gen- 
eral manager and treasurer. 

The group also has announced 
plans to invest $45,000 in a new 
heating-cooling research house. 


McELWAIN, CLARY FORM 
JACKSONVILLE FIRM 

H. L. Clary and R. G. McElwain, 
former executives of Bryant Mfg. 
Co. and Carrier Corp., have formed 
McElwain, Clary, Inc.. in Jackson- 
ville, Fla. They will handle leading 
lines of air-conditioning and heat- 
ing equipment and supplies. 

The firm also will distribute 
Bryant products in north Florida 
and south Georgia. 


VENDING UNITS OK’D 

La Crosse Cooler Co. vending 
equipment has been approved by 
Dr. Pepper Co., Dallas. Tex. 
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Dealer-Distributor 


APPOINTMENTS 


Air Filter Sales and Service Co., 
Kansas City, Mo., has been named 
as the sales and filter service repre- 
sentative for the Kansas City ter- 
ritory of Farr Co. 

The sales and service organiza- 
tion is a subsidiary of Air Filter 
Sales and Service Co., Inc., Farr’s 
San Francisco representative for 
the past five years. Jack Murphy, 
formerly a sales engineer in the 
San Francisco office, has been 
named manager of the Kansas City 
operation. 


Nine new distributers have been 
appointed by Reading Body 
Works, Inc., Reading, Pa., to 
handle the company’s service and 
utility truck bodies. The new dis- 
tributors include: Carnegie Body 
Co., Cleveland, Ohio; Customcraft 
Mfg. Co., Dallas, Tex.: Dues Com- 


mercial Equipment Co., Dayton, 
Ohio; /ll-Mo Bus and Equipment 
Co., St. Louis, Mo.; L & P. Equip- 
ment Co., Buffalo, N. Y.; Owens- 
boro Welding and Construction 
Co., Owensboro, Ky.; Reiser Body 
and Paint Shop, Columbus, Ohio; 
Utilities Equipment Co., Memphis, 
Tenn.; and Western Truck Equip- 
ment Co., Phoenix, Ariz. 


Crouch Dairy Supply Co., Fort 
Worth, Tex., has been appointed 
exclusive distributor for Bally 
Case and Cooler Co. Crouch’s 
territory will include the states of 
Texas, Oklahoma, and New Mexi- 
co. Crouch maintains branches in 
San Antonio and Lubbock, Tex.; 
Little Rock, Ark.; and Jackson, 
Miss. 


Fred M. Erichson, New Orleans, 
La., has expanded his representa- 
tion of American Ar Filter Co. 
products to include Herman Nel- 
son classroom unit ventilators, and 
heating and ventilating products. 
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TOP SECRET 
REVEALED! 


The closely guarded secret of how 
hundreds of refrigerator and air con- 
ditioning service and repair men find 
the extra time to take on more jobs 
— take home a bigger pay envelope, 
has been revealed. It’s Frankell’s 
Hermetic Compressor Opener — a 
fully proven, precision engineered 
unit that requires only 2 minutes of a 
man’s time to open any shape com- 
pressor (up to 20” in dia.) — regard- 
less of the position of the weld. It's 
easy as A,B,C, — anyone can do it 
. . » NO special fixtures or jigs re- 
quired .. . and just one hermetic job 
a week pays for this time saving, 
money making wonder. Remember, 
when you repair a hermetic compres- 
sor — the profits are big. 


| $695 NET | Ask about our low 
F.O.B. N.Y. cost rental plana. 
FRANKELL MFG. CO., INC., 


1074 Home Street, New York 59, N. Y. 
WRITE DEPT. H, for complete information. 
Export facilities 
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... your sign of DEPENDABILITY and QUALITY 
USE IT WITH CONFIDENCE 


© CAFETERIAS 
@ MORTUARIES 
@ OFFICES 
® LODGE HALLS 


UNITS 


DOLE REFRIGERATING COMPANY 


5942 NORTH PULASKI ROAD, CHICAGO 46, ILLINOIS 
103 PARK AVENUE, NEW YORK 17, N. Y. 


Iilustrated: 100 
Dole Refrigerating Products Limited, 29 Brock St., North, Oakville, Ont., Canada 


Series, %4" or 
%” female by 
male flare 


i, Sold by leading wholesaters everywhere 
_Writ today for Catalog E57 covering the complete Allin tr 


ALLIN MANUFACTURING CO. 


410 N. Hermitage Ave Chicago 22, Illinois 
Over 1,000,000 Liquid Eyes Sold to Dote! 


Write for Engineering Catalog BAE 
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Install Insulation with 


TUFF-BON 


Met Strength Adhesives 


TUFF-BOND #7 


... fire-retardant adhesive for 
installing insulation 


TUFF-BOND M-102-H 


... economical duct liner adhe- 
sive 


TUFF-BOND 21-C 


...Clear lap sealer and lap 
adhesive 


TUFF-BOND 21-W 


... white lap sealer and lap 
adhesive 


TUFF-BOND #500 


... exceptionally high-strength 
chemical-set adhesive with wide 
thermal range -100° F. to 
400° F. 


TUFF-BOND #1000 


... high heat resistance for 
bedding and installing high 
temperature insulation 


TUFF-BOND #12 


...high pressure duct sealer 


TUFF-BOND QUIK-SET 


..- neoprene-base, fast-setting 
adhesive. Recommended for 
installing metal and nylon 
hangers to smooth surfaces. 


TUFF-BOND GENERAL 
PURPOSE 


... all-around adhesive for in- 
stalling insulation, insulation 
hangers, etc. 
Ask for descriptive 

literature and prices. 


GOODLOE E. MOORE 
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How to keep the Fountain of Youth from Aging... 


Lewin-Mathes Seamless Copper Tube and Pipe 
showers its benefits in a pure, steady stream on a 
little girl. And decades later, it will show equal 
regard for her grandchild. 


Through the years, the Lewin-Mathes installation 
performs like new without maintenance because 
as Copper Tube Specialists—we build Copper’s re- 
sistance to everything except flow. Lewin-Mathes’ 
fastidious-minded inspectors — at every operation 
throughout our completely integrated plant—demand 
shiny smooth surfaces inside as well as outside 
our products. 


When installing piping materials, be sure that your 
first cost is your last cost. Ask your architect, de- 
signer or engineer to specify Lewin-Mathes. 


LEWIN (')) MATHES 
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SAINT LOUIS, MISSOURI 
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Distilled Writing helps 
your ads win 
the fight for time 


We're all fighting for busy readers’ time. 
No man has time to read all the magazines 
that cross his desk; if he did, he’d never 
get his job done. And if your ad runs in a 
magazine that never gets read, it’s money 
down the drain. 


The Industrial Publishing Corporation de- 
veloped Distilled Writing to help your ads 
win this fight for time. Distilled Writing is 
copy with the extra words squeezed out. All 
the facts are there, but each article gets only 
as much space as it really needs — not one 
line more! It’s bright, clear and concise. 


Result: Shorter, easier to read articles. More 
articles per issue in all ten IPC magazines. 
More subjects covered to attract readers and 
hold them. And this readership gives your 
ads a fighting chance. 


He runs the only distillery in the 
business press 
His name is David Kinsler (right). He distills writing. 
He works with all IPC editorial staffers — chief 
editors and junior associates alike — to make their 
material readable and worth reading ... give 
readers more for their reading time. 
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— : Yo. Writing gets 
magazines 

DESIGNED TO HELP YOU SELL / OVER 30,000 CIRCULATION read 
An Industrial Publishing Corporation Magazine 
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